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| DOUBLE DUTY HALF-TRZ 


Put your cash register in high gear when you serve up this hot num- 
ber to your local teensters. For golf or street wear ... the massive, 
cushiony, red-rubber sole adds the final punch to make a shoe as 
rugged and masculine as a bulldozer. 


It’s another Winthrop first ... another sample of Winthrop’s contin- 

uing leadership. 
‘Wintrop SHOES for men 

“Winturop Jars. for boys ne 


In a wide range of prices i! Mp 
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On Top ol 
The World 


A fine product reaches the 
top when it possesses the 
essential virtues for leader- 
ship... and has demonstrated 


the right to stand first. 


For its incomparable Quality, 
Color, Finish and Durability 
the position of pre-eminence 
in the world of Calfskin is 
occupied today, as it has 


been for many decades, by 
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Whipcord ty 
PR UTER/ DELISO 


NEW YORK 


.. a dressy tailored pump with triplicate 
cording arvund collar and on looped 
bow. Tandrite Calf, Town Brown #572. 
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anit by EUGENE J. HARDY 


One of the problems which concerns Under Secretary of Commerce Alfred 
Schindler and the employees of the old Bureau of Foreign and Domestic Ccmmerce 





economically increased capacity to produce. 
As Mr. Schindler pointed out recently, the failure thus far of reace=- 








market. “In consequence," he said, "distribution, which is to say the sales 
machinery of the nation, is rusty in spots, flabby in spots and greatly under- 
manned pretty much across the board, when it comes to selling twice as much 
product as we have ever sold before under peacetime conditions.” 


While most trades learned to operate with low inventories during the 
war, some Commerce officials also feel that this lesson has not been driven 
home. 




















Under Mr. Schindler's direction, two important steps have been taken 
toward improving distribution techniques. The first of these created a National 
Distribution Council, composed of members of the key national sales, business 
distribution and management associations. The work of the council will be to 
help American industry improve its distribution capacity and efficiency. 


The second step involved a two-day conference on retailers' problems 
which ended September 13. Representatives of more than 50 retail trade associa- 
tions participated. 


The retailers met at a large preliminary and then split up into 
smaller groups covering related items. One of these smaller committees covered 
apparel, shoes and general merchandise. The membership was composed of L. E. 
Langston, Gilbert Hahn, and W. E. Morgan of the National Shoe Retailers' Asso- 
ciation; and, W. Girdner, National Council of Shoe Chains and Institute of 
oe The Commerce specialist assigned to this group was J. G. 

chnitzer. 


The recommendations and resolutions of the Apparel and Shoe Groups 
closely paralleled those of the other trade committees. In substance, they were 
as follows: 


1 — The committee requested a census of retail business at the 
earliest possible date. Commerce officials have long been in favor of such a 
move but have been unsuccessful in obtaining a Congressional appropriation to 
cover the work. 


2 — Establishment of a permanent industry advisory committee on re- 
tailing to the Department of Commerce. Under this overall committee would be 
sub-committees from each important segment of retailing. 


3 — The groups also complained that there is no one place in the 
Department of Commerce where all available information on a specific subject can 
be obtained. This criticism was well founded since there are now operating in 
the department the following offices: Office of International Trade; Office of 
Business Economics; Office of Small Business; Office of Technical Services, and 
the Census Bureau, to name a few. Under the present system, individuals re-— 
quiring an overall picture of any particular segment of the shoe industry might 
have to contact all of these offices since they overlap considerably. 


4 — Most of the committees maintained that Commerce reports were 

































































man. As a result, they are of little value. [TURN TO PAGE 68, PLEASE] 
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COMMONWEALTH SHOE & LEATHER CO. 


WHITMAN, MASSACHUSETTS and GARDINER, MAINE 


35 





“NO, EVEN BETTER... 


IT’S VELON” 


\ yy 


\ / 
‘se. 
7 ‘Se ‘ 


#4 


A natural mistake! Leather-like Velon’s grains and textures are so 

smart, colorful and natural-looking that they sell on sight! And cus- 

tomers come back again and again for Velon shoes and bags because 

they never crack, scuff or peel . . . and need no polishing. Already 

Firestone national advertising has won consumer acceptance for this ~ 
new material. Write Firestone, Akron, for samples and information. ster t the Voie of Firestone Monday Evenings over NBC 


Firestone 
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Lilhe of the Liu 


JEROME A. ALTSCHUL of Julius 
Altschul, Inc., manufacturers of 
children’s shoes, has just returned 
from a trip as far west as Denver, 
Colo., and reports: 

“In every city, shoe business was 
at top velocity, with merchants sell- 
ing everything but their fixtures. On 
the other hand, many tanneries are 
curtailing operations, due to lack of 
hides and skins. As a result, shoe 
factories have had to curtail pro- 
duction in many instances. 

“Tt all adds up to less shoes in the 


immediate future.” 





“A PRODUCT of Private Enter- 
prise” appears as a footnote on ad- 
rertisements of Foot Saver Shoes, 
which are to appear in the coming 
season in the Ladies Home Journal 
and Vogue magazines. 

Herbert N. Lape, chairman of 
the board of The Julian & Kokenge 
Co., manufacturers of women’s Foot 
Saver Shoes, says: “We believe that 
we have hit upon something that 
will create considerable interest 
throughout the United States if we, 
and others, continue to reiterate this 
particular message. We believe it 
will go far in calling attention to 
the fact that private enterprise can 
best produce an article of merit, 
and we are strengthened in our be- 
lief because we have had numerous 
letters, all speaking in a complimen- 
tary manner of our attempt to edu- 
cate the public to the fact that 
private enterprise is our greatest 
asset.” 

Much as he feels that his idea is a 
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good one, Mr. Lape isn’t trying to 
keep it restrained solely for his own 
use. On the contrary, he is suggest- 
ing that other manufacturers use a 
similar footnote in their advertis- 
ing, provided it is adaptable to their 
particular products. “It cannot do 
harm and eventually may do much 
good,” he concludes. 


- . os 
MISHAWAKA RUBBER & Woolen 
Mfg. Co., in their publication, The 
Red Ball, say: “There’s More Than 
One Way to Say ‘No.’ 

“Customers appreciate a little ex- 
tra consideration, especially in these 
days when so many items they want 
are not available. They will not soon 
forget the little extra acts of cour- 
tesy—the store that goes out of its 
way to make the ‘turn-down’ a little 
easier to take. Some merchants, ap- 
plying a bit of psychology, go 
through the motions of making a 
thorough search for the article even 





though they know beforehand the 
item is not on hand. People like to 
be considered important—especial- 
ly customers—and this is one little 
way of showing you consider them 
important enough to go out of your 


way for them.” 
* o * 


J. H. GEIGER of Geiger & Strauss, 
Richmond, Va., tells us: 

“You will probably enjoy this 
little story: I had to whip one of the 
boys in the store just about forty 
years ago, because he hid the 
Recorper when I had permission 
from the owner of the store to take 
it home and read it. The other sales- 


man thought that was foolish and a 
waste of time. However, it happens 
that it is the ‘old, old story’—we 
were both clerks then, but now I 
have my own business and he is 
somewhere among the missing— 


and never did get far.” 
7 * * 


J.J. WOLFE, Acting Chairman of 
the Heel and Sole Division of the 
Rubber Manufacturers Association, 
in an address before the National 
Foot Health Council, said: 

“Our industry’s greatest pride is 
in the development of its orthopedic 








rubber heels. These combine the 
safety and comfort of the ordinary 
rubber heel with the added feature 
of a support for the arch in the 
form of a projection of the heel 
into the area where additional sup- 
port is required. These heels have 
become firmly established not only 
in newly manufactured orthopedic 
shoes for men, women and children, 
but also in specially constructed 
shoes made over by expert shoe 
builders to the exact specifications 
of orthopedic specialists. The de- 
mand for the orthopedic rubber 
heel has expanded rapidly. We in- 
terpret its increasing use to the con- 
fidence of foot specialists in the 
therapeutic effects of this type of 
design and construction in rubber. 

“In the broader market, apart 
from the important but more lim- 
ited field of orthopedics, the indus- 
try has made great forward strides 
in style items, offering a variety of 
colors to enhance the beauty of the 
shoe, and in the production of spe- 
cial duty footwear such as those 
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used in hazardous industries. Today 
the industry is able to equip the 
lineman for a power company with 
non-conducting rubber heels and 
soles which insulate him against 
high tension currents, and at the 
same time equip the worker in a 
plant where high explosive liquids 
or vapors are present with conduc- 
tive rubber heels and soles to bleed 
off and ground any static charges 
in his body that might touch off a 
devastating blast.” 





*POINT OF SALE 





—I! know of no better barometer of 
business trends than the advertis- 
ing pages of newspapers, maga- 
zines and business publications of 
National Circulation. 

—During the past two years, a gen- 
eral increase in pe sa has 
been recorded; but the largest 
percentage of increase has been 
in business publications. 

—Advertisers whose product is dis- 
tributed through retail channels 
are today more understanding 
than ever before of the impor- 
tance of knowing and being 
known by their dealers and pros- 
pects. 

—And dealers are more interested 
in their business publications be- 
cause of the many kaleidoscopic 
changes in the business situation 
and the need of knowing what is 
the most desirable merchandise 
to offer and where that merchan- 
dise can most advantageously be 
obtained. 


—"Tell and sell the merchant and 
he will tell and sell the millions" 
is a good principle for any manu- 
facturer to observe. 

—For the retail merchant is the nat- 
ural selector of merchandise for 
his community, and he must be 

sold long before consumer 


can be profitably interested. 
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MEMBERS of the Association of 
Southern California Shoe Manufac- 
turers, after open forum discussion 
at a recent meeting, issued the fol- 
lowing statement: 

“It is time for the OPA to stop 
playing ostrich by denying existing 
conditions. They must give a mod- 
erate, soundly based raise in hide, 
leather and shoe prices to continue 
a normal flow of shoes to the Amer- 
ican people and achieve the basic 
purpose of OPA .. . that is to avoid 
disastrous shortages which will 
finally lead to inflation. A properly 
balanced price adjustment must be 
reached in order to reestablish pro- 
duction. If this is done it will be 
possible for manufacturers across 
the country to resume operations 
and bring production back to the 
high level of March, 1946. This 
alone will warrant sufficient com- 
petition to avoid an inflation at the 
expiration of the OPA bill.” 


WILLIAM E. MORGAN, president 
of Verner’s in Pittsburgh, Pa., tells 
about “A Great Business Built On 
‘Little Things’: 

“All of us at Verner’s like to think 
that it is the so-called ‘Little Things’ 
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that have made Verner’s Pitts- 
burgh’s Shoe Shopping Center for 
men, women and children through- 
out the tri-state area. 

“ ‘Little Things’ that can mean so 
very much to the comfort and con- 
venience of shopping. . . . Selling 
our merchandise becomes incidental 
to promoting style, comfort and foot 
health for our customers. . . . Our 
nationally known brands of shoes 
are the best our buyers can obtain 
from the shoe markets throughout 
the United States. . . . Every detail 
of styling and construction is care- 
fully looked after by men and 

















women with years of shoe-buying 
experience. . . . The same is true in 
our accessory departments. . . . We 
feel justly proud of our store- per- 
sonnel. They are trusted friends to 
our many customers. This and 
countless other ‘Little Things’ have 
made Verner’s Pittsburgh’s Largest 
Shoe Store.” 





























“Poy no attention to my husband. He always squowks about price.” 
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A VERY marked divergence of viewpoint on the supply 
situation appears to have developed in recent weeks be- 
tween spokesmen for the shoe industry on the one hand 
and officials charged with the responsibility of adminis- 
tering government controls affecting the industry, on 
the other. It is by no means surprising that this should 
be so. Since last June the industry has been endeavor- 
ing to adjust itself and its actual operations to a series 
of shocks and changes whose effects have been little 
short of devastating, including the revocation of inter- 
national hide controls, the temporary lapse of OPA, its 
restoration a few weeks later and the various market, 
supply and price developments that have followed in the 
wake of those extraordinary events. 

It would be grossly unfair to assume that the govern- 
ment agencies and those who administer them have not 
also been striving very earnestly and conscientiously, to 
work out satisfactory adjustments to the problems that 
have developed. Unfortunately, however, it appears 
that their efforts in this direction have been based very 
largely on theoretical assumptions, which in many in- 
stances were quite at variance with actual facts, and that 
they have adhered to the attitude responsible for so 
many of the past failures of OPA, in refusing to face 
the hard realities of industry and economics and act 
accordingly. This attitude, in turn, is undoubtedly due 
to the fact that most of these officials, including some of 
those who deal directly with matters affecting the shoe 
industry, either have had little if any background of 
shoe experience, or they permit themselves to be guided 
by superficial rather than basic considerations in formu- 
lating policies and making decisions. 

There is a strong tendency in Washington, for ex- 
ample, to minimize the present plight and existing prob- 
lems of the shoe industry on the ground that the shoe 
trade has been profitable and that its production, up to 
June of this year, scored a number of all-time records. 
Because of these production and profit records, Wash- 
ington officials are inclined to discount the seriousness 
of the more recent decline in production and the critical 
shortage of leather and footwear that now faces the 
nation. 

In taking this position, and in refusing to give favor- 
able consideration to the arguments which the industry 
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Look the Facts in the Face 


has offered in favor of a more realistic pricing policy 
on hides, leather and shoes, Washington officials have 
evidently been acting under the influence of a number 
of fundamental misconceptions. They have taken official 
cognizance of the increase in shoe production during the 
earlier months of the year, but they have apparently 
missed the significance of the decline that has since 
occurred. At the same time they have overlooked the 
fact that the shoe stocks of the nation, already depleted 
by wartime demands and the merchandise shortage that 
marked the war period, were subjected to an extraordi- 
nary strain this year by the release of millions of ser- 
vice men and the accumulated demands of the rationing 
period. As a result of this demand, the increased pro- 
duction was very quickly absorbed. 


UNDER existing conditions it was inevitable that the 
shoe trade should experience an increase in sales in 
1946, and that the sales increase should be reflected in 
a good many cases in a favorable profit position, espe- 
cially in view of the reduction in Federal taxes. But 
neither the fact that the industry has been able to earn a 
profit, nor that it was able to increase production earlier 
in the year when the leather and materials situation was 
much more favorable, should obscure the vision of 
Washington officials to the grave emergency that now 
confronts every shoe factory in America, an emergency 
that is bound to affect the business of every retail shoe 
store, unless remedial action is taken quickly. 

It has been reported from Washington that officials 
in some of the agencies have even been considering the 
resumption of rationing as one way out of the increas- 
ingly difficult merchandise situation, which in a measure 
at least is of their own making. We don’t think the 
rationing talk is to be taken very seriously at this time. 
If conditions get decidedly worse, it is conceivable that 
the government might resort to some such measure. 
Before doing so, however, we would respectfully sug- 
gest that the agency officials devote some study to the 
facts of shoe life, with particular reference to the effects 
a more realistic pricing policy all along the line might 
have in making more raw materials available to tanners, 
thus increasing the supply of leather and enabling shoe 
factories to, operate at full capacity. 
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WHAT DOES The 


“JUNIOR” MARKET 


MEAN To YOUR STORE? 


“Junior™ Is Not Just a Size nor an Age, but a Spirit of “Young- 
in-Heart." Shoe Retailers Who Fail to Understand and 


Cater to the “Junior™ Pass Up the Profits of a Volume Business. 


by ELINOR FOX SHOE DRAWINGS BY M. ALLEN WRIGHT 


Carefree and comfortable, the air 

of Claire McCardell’s two-piece 

bolero-and-dress costume from her 

Fall 1946 collection for Townley British Walkers give the c 

Frocks. This designer’s “muddv” , moccasin a new treatment, 

colors in wool jersey; a smoke EF ing it in dark brown bucko 

grey skirt and wide, wrapped mid- FL ; white stitching, on a rolled 

rif giving the new high-waisted + and spring heel. J. P. 

look, and a striped turtlenecked Se Shoe Company. 
+ top blending with the beige jacket. i 


Ingenious Arrange- 

ment Brings Strap 

Around Great Toe in 
_ this Padees Sandal. 


Light-hearted and light-footed faille Bare and carefree, the ancient thong sandal 
ballet slipper, soft-soled, on %" plat- brought up-to-date in silver kid by Padews 
form with builtin wedge. By Kay with a rubber sponge inner sole for extn 
Karzmar, who makes the true ballet, comfort. Tober-Saifer Shoe Company. 
‘having no distinction between the 

right and left shoe. 





N OT too many years ago someone devised a dress pattern 
for a certain young type of figure and called it a “junior” 
dress. The idea was a good one because there was clearly 
a market for it, so it “clicked” and was a success. Other 
manufacturers began cutting a junior-sized dress, new 
houses sprang up employing the idea, department stores 
opened up “junior miss” shops, even magazines were born 
of the inspiration. Soon we had junior coats, too, and 
blouses, skirts, slacks, even lingerie. These are all clothes 
both sized and styled for a particular group, a clothes- 
conscious group which is a gold mine to the manufacturer 
and retailer who recognize it and do something about it. 
But what does “junior” mean, and who are “juniors”? 
The pioneer designers in the field said junior, as concerns 


ready-to-wear, is a size (ranging usually from 7—15 or 
9—17). This is true; the pattern differs in proportions 
from misses’ sizes. But the word junior connoted some- 
thing else to the consumer. As Webster says, it meant 
“younger”. Apparently designers, too, were at first guided 
by this definition, because the styles they turned out were 
definitely teen-age in feeling. This was an unfortunate 
situation which was causing the loss of many possible sales 


As trim as a youngster’s 
first Mary Janes, “Marcy,” 
smooth calf with white- 
stitched bow and exten- 
sion sole, 7/8 leather heel. 
Grayflex Footwear by 
Gray Bros. Shoes, Inc. 


Fashion photos courtesy New York Dress Institute 





industry as it once did in the dress trade. At the same 
time, as used by the two industries, it refers to two differ- 
ent consumer groups; this, at a time when coordination 
has become so important in the manufacture and sale of 


to women to whose figures these sizes were also scaled. At 
this point then, juniors were generally thought of as very 
young girls, and the junior manufacturer was missing out 
on a greater potential market. 
Meanwhile, what has junior meant to the shoe trade? fashion merchandise. 

According to size classifications set up by the National However, out of this melee of confused meanings seems 
Shoe Styles Conference in 1937, a junior shoe is one de- to be rising a new definition of junior, one of a far broader 
signed for the foot of a child. Sizes 1242—3 are designated scope which has a uniform meaning for shoe and ready-to- 
as the junior misses’ class. There has been talk among shoe wear manufacturers alike. This new school of thought 
people, since this particular conference, of changing the declares that junior is a spirit, a feeling of youth, that 
terminology and classifications again, but no decision has juniors are “the young-in-heart.” Therefore, junior, being 
yet been reached. Therefore, strictly speaking, the old “only as old as one feels,” is now a term which embraces a 
terminology limits the use of the word junior in the shoe [TURN TO PAGE 62, PLEASE] 


A young favorite, the open-toed 
A lovely dining-and-dancing d’Orsay sling pump on a 21/8 heel. 
shoe, graceful sandalized In suede or patent with a foot-flatter- 
platform sling in black suede ing accordion-rippled faille vamp or- 
on a 21/8 heel. DeLiso Deb nament. Mode Art shoe by Moulton- 
by Samuels Shoe Company. Bartley, Inc. 


Formality bred by simplicity 
in Claire McCardell’s high- 
and small-waisted short din- 
ner dress of softy-handled 
dark green velveteen. From 
her Fall 1946 collection for 
Townley Frocks. 





Down-to-earth but dressy, 
too, “Joline,” black suede 
on an 8/8 heel, with envel- 
ope vamp and a sling that 
gives an asymmetric look. 
Fliration Walkers by Henry 
B. Rosenthal Company, Inc. 


Below: “Twinkle,” an 
‘ asymmetric black suede 
@’Orsay pump on 21/8 
heel by Brauer Bros. 











Take Your WHITE with COCOA 
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Smart accent for this perfectly plain 

@Orsay sling pump is the Cocoa Brown 

platform sole. Note also the interesting 

dimpled graining of the leather in this 
shoe. A Panetté from Avon. 


Cocoa Brown emphasizes the 
graceful petal ornament of 
the d'Orsay pump at top. 
The heel is in the same 
color. This shoe typifies the 
use of this color accent on 
dressier shoes. From Fox. 













The same combination of white trimmed with 
Cocoa Brown is effective in more informal shoes 
designed for wear with a variety of resort and 


Summer clothes. From James C. Pape & Son. 












A new idea finding favor among style-minded shoe men is the white shoe trimmed with 
cocoa brown, frappé cocoa in the 1947 colors. Not intended to replace the classic tan 
and white combination in Spectators, it is being used as a new accent on dressier white 
shoes. A soft, warm beige in tone, cocoa brown blends well with all the light brown and 
soft tan shades planned for resort and spring clothes. It is also a harmonious accent 
with the blues, greens and rosy tones slated 1* strong acceptance in resort footwear. 
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The new “visual front” Hahn Store on 14th Street, N. W., is designed so that the entire store, 


visible from the street, serves as its own advertisement. Note the abundance of display space 
which is provided by this type of open arrangement. 


Case History of a Retail Shoe Store's 
ADVERTISING 


Study Made by Bureau of Advertising, Amer- ‘ 
ican Newspaper Publishers’ Association, of 
the Advertising Policies of William Hahn & 
Company, Washington, D. C., Shows How a 
Consistent Program Has Enhanced the Fame 
and Reputation of This 70-Year-Old Firm. 


Above: A sample of Hahn’s merchan- 
dise advertising, stressing co-ordination 
between shoes and handbags. The win- 
dow at the right was a patriotic institu- 
tional display linking the sale of war 
bonds to Father's Day promotion. 




























THE advertising of a group of retail shoe stores, those 
operated by William Hahn & Company of Washington, 
D. C., was selected recently by the Retail Division of 
the Bureau of Advertising, American Newspaper Pub- 
lishers’ Association, as the subject of the Bureau’s Octo- 
ber Selling Kit. Outlined in detail in the kit was the 
history of the growth of the Hahn organization to its 
present total of seven stores, as well as a study of the 
merchandising policies and advertising techniques which 
have made the Hahn name synonymous with “good 
value” in the minds of Washingtonians—and which have 
made whole families lifelong customers of Hahn’s. 

Explaining that this is a family business, the study 
pointed out that Gilbert Hahn, president, and Harry 
Hahn, Jr., vice-president, of the 70-year-old firm, infuse 
a personalized quality into its entire operation. Sound 
merchandising, good service and consistent advertising 
were enumerated as the policies which have achieved 
this goal. 

The study stated that today Hahn’s “is responsible 
for over half of Washington’s total shoe store news- 
paper advertising and for nearly one-third of total retail 
linage, statistical facts which substantiate its position as 
the leading shoe store advertiser in the city.” 

Carefully analyzing various phases of the advertising 
of the Hahn organization, it continued in part: 
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The three ads on this page give further 
examples of Hahn advertising. The 
“Bobbie Moc” ad illustrates the use of 
rhyme, while all three contain the pen 
and ink figure sketches which Hahn's 
has found effective. Left: A Christmas 
window which shows, unobtrusively, 























shoes for the whole family. 





Pointing out correct 
walking posture to a 
group of high school 
girls on the Walking 
Chart designed by Dr. 
Joseph Lelyveld, chair- 
man, National Foot 
Health Council, and spon- 
sor of the Massachusetts 
law requiring the exam- 
ination of the feet of 
ool children annually. 
The chart is given to 
schools by the council for 
better foot health and 
walking education. 


by 
DR. JOSEPH 
LELYVELD 


Chairman, National 
Foot Health Council 


Foot Care Should Begin in Childhood 


ON June 2, 1943, “An Act providing for the examina- 
tion of school children’s feet” was passed in Massa- 
chusetts, the examinations to be held at least once in 
every school year and to be made by the school 
physician. 

Massachusetts was the first state to enact legislation 
requiring school health authorities to have the feet of all 
school children examined for foot and shoe defects. The 
law was developed after five years of effort. It was 
brought through the House and Senate by the Hon. 
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*PERCENTAGE OF CHILDREN IN PUBLIC SCHOOLS 
Wearing Outgrown Shoes 


1925 1930 : 1935 










































































Pointing out foot defects on the Podiascope de- 
signed by Dr. Lelyveld. The device examines the 
top and bottom of the feet and shows up any de- 
fects in foot posture which the student may have. nt atm d pg 
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That Foot Care Cannot Begin Too Early Is the Belief of Dr. 


Lelyveld, Who Has Striven for Twenty Years to Achieve Regu- 
lar Examinations of Children's Feet. Finally Acknowledging 
That the Only Way to Obtain His Goal Was by Compulsory 
Legislation, He Sponsored a Bill Which Was Passed in Massa- 
chusetts, Providing for Foot Examinations in the Schools. 


*PERCENTAGE OF FOOT TROUBLES ACCORDING TO AGE 


Surveys show foot defects rapidly increase from child hood to middie life. 
eeaaty percent of adult foal faults traced to improper shoes 
mri2 ° 3:4 i 0 is 
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Seventy-two percent of children's foot defects are caused yood byheorpsifledijen shoes 


* THIS CHART BASED OF ACTUAL FOOT SURVEYS 
AMO CAAMINATIONS REPORTED SimCE 1914 





Charles G. Miles, M.D., a physician and former mem- 
ber of the Brockton School Committee. 

Statistics on the findings of recent examinations are 
incomplete, but summing up the results sent to me up 
to the end of the last school year by doctors from vari- 
ous cities, proves that the major causes of most super- 
ficial defects of children’s feet are shoes, and that the 
following conditions exist: 

Since rationing more foot defects and more children 
wearing outgrown shoes than ever. 

Alarmingly high percentage of foot defects. The con- 
tributing cause in a large percentage of cases is fit or 
style of shoes and stockings worn—posture and mode 
of walking. Only 50 per cent of the girls examined 


walked correctly; 40 per cent of the balance showed a © 
tendency to toe out, usually an indication of weak foot | 


condition. (Note: Incorrect walking may be due to the 


fit or style of shoes worn, incorrect posture, muscle | 


deficiency, or painful superficial defects, pressure upon 
which the child tries to avoid by holding the foot in an 
abnormal position.) 

Seventy-five per cent of the examinations glisclosed 
improperly fitted shoes. In a great many instances the 
fault was with the shoe fitter. This is proved by the 
fact that some of the examinations were made after the 
new shoes had been worn only a few weeks. In other 
cases the customer was responsible by insisting on a 
certain size. 

In a large percentage, shoes were handed down from 
one child to another or shoes were ordered by size in- 
stead of being fitted each time to the individual‘ child. 
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Pet HEALTH Coveciy 


Seventy-eight per cent showed superficial defects 
present, such as corns, calluses, abnormal nails, all di- 
rectly attributed to improper footwear. 

The number of incorrectly styled shoes increased with 
the increase of age, and the number of orthopedic and 
superficial defects likewise increased with age. 

Eighty per cent of the stockings were short, and they 
had the same effect as poorly fitted shoes causing 
crooked toes, hammer toes, and bunions. 

Children 5 to 10 years of age are 40 to 50 per cent 
foot defective. Children of the high school age are 80 
per cent defective (corns, calluses, ingrown nails, ham- 
mer toes, verrucae, or the beginning of bunions and 
large joints). This large percentage of foot defects be- 
fore the age of 20 proves that 9 out of 10 adults afflicted 
with foot ailments acquire the lesions during childhood 
or adolescence. 

As a result of the examinations, various recommenda- 
tions have been made: 

Shoes must be fitted each time to the individual child 
—in order for it to be shod correctly. 

Examinations for fit of shoes should be made each 
term. 

Class instruction should be given on how to judge a 
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Top and bottom of feet are examined on Podiascope in 
Rockland, Mass., Junior-Senior High School. School phy- 
sicians Drs. J. H. Dunn, N. F. Lough, and H. J. Hulse 
with school nurse, Louise Considine, are being shown the 
use of the Podiascope invented by Dr. Lelyveld. 








Mr. Sax, owner of the store, studies one of his high style models. Note the richly 
patterned panel behind his desk. 


A Beautiful Setting Helps to Sell 
Beautiful Shoes «22 


Heightens the Effect of Luxury Merchandise. 


“TO me, the shoe business me: 's Wall mirrors. heighten the effect of spaciousness in the Sax store. 
to sell the most beautiful shoes Rich fabrics are used for upholstery. 
available.” That was the statement catia neater 
made by A. A. Sax, proprietor of 
Sax Fine Footwear, Gary, Ind., re- 
cently, when he outlined the policies 
behind the building of his new store 
at 682 Broadway. Mr. Sax has oper- 
ated a shoe store in Gary since 1939. 
When his new store was completed 
some months ago, he converted his 
previous store to the exclusive sale 
of junior shoes. Selling high style 
women’s shoes retailing from $7.95 
to $25.00, Mr. Sax has earned a’ 
reputation as a style leader in the 
Middle West. 
The new lounge-type store was de- 
signed by Frank J. LaPasso and pre- 
sents a luxurious appearance, re- 








sembling an ultra-exclusive women’s 
club. From the exterior, the eye is 
caught first by a large pink neon 
sign on pink granite, announcing 
that this is the home of Sax Fine 
Footwear. Ample display space is 
provided by two windows. On the 
right is a large curved window used 
for feature displays; at the left is a 
smaller box-type window used for 
casuals or accessories. Beneath and 


above the windows, the facade is of 


pink granite. A glass door provides 
unobstructed vision of the interior. 

Within the store, mirrored walls 
and a high ceiling heighten the 
spacious appearance of the room 
and emphasize the color scheme. 
Egg plant is the color used for the 
walls, and the custom-made furni- 
ture is upholstered in empire green, 
fuchsia and chartreuse, as well as 
beige and fuchsia flowered fabrics. 
Outstanding furniture piece is a 28- 
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Left: An all-glass door affords an easy 
from the street to the interior 


$s sectional arrangement. 


Left: One large window is used for 
feature displays, while the smaller 
window at the left of the entrance is 
used for casual shoes or accessories. 
Below: a curved settee is set against 
the rear wall which is of curved oak. 





EFFECTIVE LAYOUT—Fundamental 
GOOD SHOE AD 


Unusual illustrations at the left command 

attention. Right—the grey panels grasp 

reader-attention; their downward move- 
ment takes in every shoe shown. 


Third in a series of advertising arti- 


cles to help the shoe retailer 


make his advertising more effective. 


THE words sell the shoes—as has 
been demonstrated in a previous in- 
stallment of this advertising series. 
But for the words to sell, they must 
first be read. There must be some 
factor or factors in the ad which 
will first stop the reader, riveting 
his attention on the shoe advertise- 
ment; next keep him reading and 
bring his eyes down into the all- 
important selling copy. 

To do this, the shoe advertiser 
has three tools. These are the head- 
line’s message, the art work, or 
illustrations, and the layout, or 


manner in which all factors of the 
ad—copy, headline, and art—are 
arranged and dressed. 

What should a merchant know 
about advertising layout? Ad ex- 
perts say that there are four things 
every good shoe ad layout should 
have. These are: balance, order, 
legibility, and movement. 

Balance to the ad man consists of 
having all black-space “weight” in 
the ad equalized—in other words, 
no ad should be “side-heavy,” with 
all copy, illustrations, etc., crowded 
into one space. 

To bring the reader’s eye around 
to all items of the ad, and into the 
selling copy which is its most im- 
portant element, the layout should 
be arranged so that illustrations, 
headlines, etc., form a pattern going 
by natural movement through all 
parts of the ad. 


If a shoe ad is hard to read, no 
matter how well its message is writ- 
ten, no potential customer will 
strain his eyes over it. So the ad 
should be legible and orderly in its 
arrangement. 

A single headline helps to make 
the layout a unit. This head might 
plug an overall idea which applies to 
every shoe advertised; when more 
diversified items are used, an ef- 
fective method is to pick one as a 
feature, use it at the top, and spread 
a heavy headline about this one 
item over the rest of the ad. 

The average shoe merchant is 
limited in his choice of illustrative 
material, but wherever possible it is 
good policy to show pictures that 
tell a story—pictures which use 
action, which move. 

In other words, an illustration of 
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by, CANITLEVER 
J) SHOES 


The Scout for nurses—with its 












famous 74 last—has broken 4ll sales 


records. This CANTILEVER shoe heads 










a parade of outstanding successes for 


women who are on their feet long hours. 








The same natural contour construc- 


tion and mellow flexibility of 





The Scout—in various heel heights 






for street wear—give this line a 






leading sales advantage in its field. 





Sonale 






to RETAIL *10.95 anv uP 


The Selby Shoe Company 











ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE + STYL-EEZ 


New York Office: 3120 Empire State Bldg. « Los Angeles Office: 816 Haas Bldg. 
EASY GOERS +« PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
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IS EXPORTING NECESSARY? 


When Production Reaches Full Capacity, American 
Manufacturers Will Find That Domestic Demands Can- 
not Consume All of Their Output. Foreign Markets 
Offer a Means of Disposing of Surplus at a Profit. 


by JOHN E. HARRISS, 
International Advisory Service 


EXPORTING, when the familiar domestic market needs 
your merchandise, seems to be very much out of place in 
1946. Will it be out of place in 1948? 

The productive capacity of this country seems to be 
unlimited. The vacuum created by war’s wasteful de- 
mands is rapidly being filled. How long it will be be- 
fore the saturation point is reached in the domestic mar- 
ket is anybody’s guess, but six hundred million pairs of 
- shoes a year is a lot of shoes for one hundred and forty 
million people to buy. 

Before the war we did not have an easy time dispos- 
ing of four hundred million pairs. We did it all right 
but it kept us busy. After the last war our production 
hovered around the three hundred million mark but our 
population has increased since then as has our wealth 
and per capita consumption. 


LET us argue that we can, in normal times, sell five 
hundred million pairs in the domestic market. Our 
present machinery will produce 20 per cent more than 
that with ease and should produce to capacity if the 
industry is to be profitable. When our consumption is 
five hundred million and our production capacity ex- 
ceeds six there will be wild cries from both labor and 
manufacturers for the government to do something 
quickly to stimulate exports. 

It is our job to create an export market as it was our 
job to create domestic demand. 

The world market today is closer than the domestic 
market was in our father’s day. Transportation and 
communication together with world wide mutual inter- 
est in what the other fellow thinks, eats and wears has 
reduced our globe to a size that is understandable. To- 
day’s movies not only give our foreign neighbors a 
glimpse of our styles but show them in the popular 
colors as well. Air transport and Trans-Oceanic tele- 
phone add their bit to bringing the world closer to our 
doors. If the movies show our products in color, our 
Air Transport goes one better by bringing a pair of 
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shoes from Fifth Avenue to Champs Elysées in a day, 
with the wearer in them. 


THIS foreign market is wide open now because of 
world shortages and we are ignoring it with the plea 
that our domestic customers need our entire production 
—six hundred million pairs of shoes a year—more than 
four pairs per person! 

If we allotted 10 per cent of our production to build 
up an export business it wouldn’t materially obstruct 
our domestic recovery. In fact, it might prolong it just 
a bit which would undoubtedly be a good thing for 
manufacturer, retailer and consumer alike. No one in 
the United States would go barefoot except from choice. 
In the long run a good export market will benefit the 
domestic consumer, not only by providing employment 
but by keeping overheads and prices down with full 
factories. 

Ten per cent of our present production means about 
sixty million pairs—more than we ever dreamed of 
exporting before the war. But we will want to export 
one hundred million pairs soon, an amount nearly equal 
to the entire production of Great Britain! Perhaps this 
is too much to expect and again perhaps it isn’t. Ask 
any G.I. who has had foreign service, either in the 
Atlantic or Pacific areas, if the people of the world need 
shoes. He will tell you that one hundred million pairs 
is but a drop in the bucket. 

This market exists today but will it be there when it 
suits our convenience to cater to it? Dependability of 
supply is more important in the export market than in 
the domestic field. Now is the time to cater to this mar- 
ket, and build up the demand necessary to care for our 
normal surplus. This demand must be built by good 
merchandise made without deviation from sample and 
specification. Deliveries must be on time and packed so 
that they will arrive in good condition. Nor should we 
neglect the advertising which has been so beneficial to 
us in the domestic field. 

Most important of all is knowledge of your market. 
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... and the Mystery Hit 
of the National Shoe Fair 


To be unveiled there . . . the 
smartest idea in indoor foot- 
wear . . . completely coordi- 
nated with the new season’s 
most important fashion trend. 


STEP INTO ROOMS 966-967-968, PALMER 
HOUSE, CHICAGO, OCTOBER 28th—3ist... 
and you'll step ahead with Feeleez. 








INTERNATIONAL FOOTWEAR CO., INC. - 121 INGRAHAM STREET, BROOKLYN 6, &. Y. 
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Colorful advertising in 
M, SEVENTEEN, GLAMOUR ... 
in October alone. 


wets: 
r \y gente Mats, displays, mailers, 
to make you part of this 
national promotion. 


Feeleez are hand-lasted 

* and made like the highest priced 
street shoes by skilled 

craftsmen and most 


Write for new catalog of indoor fashions 


53 





RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mateapaceiriing oui Markels 


Boston 


I T is the belief of many New England shoe manufacturers 
that sufficient information will be at hand by the third week 
in October to”enable them to determine with at least some 
degree of accuracy what percentage of their productive ca- 
pacity can be utilized with available materials. That done, 
they will be able to determine quotas for Spring and Sum- 
mer selling. 

In the meantime, all are busy making samples of their 
new lines to be shown at the Boston Shoe Show and, one 
week later, at the National Shoe Fair in Chicago. 


In the case of the men’s shoe manufacturers, most are, 


going on the assumption that pairage and not detailing will 
be of paramount importance during the coming year. In 
other words, they believe that their merchant customers will 
be better served by giving them enough sizes with which to 
fit retail customers, even at the expense of new styles. 

That the New England territory has kept up its produc- 
tion record in comparison with the rest of the country is re- 
vealed by an analysis of Bureau of the Census figures which 
have been broken down and analyzed by the New England 
Shoe and Leather Association. National production in June, 
as compared with May, showed a decrease of nine per cent, 
according to this analysis. New England’s decrease was ten 
per cent. Production in the three New England shoe states 
for the month of June was 15,540,000 pairs. The dollar 
value of New England shipments during that month was 
$43,477,000. Massachusetts led all states, says NESLA, not 
only in volume of production but in dollar value of ship- 
ments, well over $27,000,000. 


St. Louis 


THE stock market slump, with its lesson that prices and 
demand can go down as well as up, has intensified an educa- 
tional] move some shoe manufacturers have had under way 
for many weeks. This move is a quiet, personalized project 
to convince selling staffs that a new buyer’s day is here, 
bringing with it a requirement for a new selling approach 
and technique. 

Stating it far more bluntly than do the instructors, it is a 
move to rejuvenate and modernize the thinking of salesmen, 
jar them out of wartime’s easy-selling lethargy. 

Sales managers are acutely conscious of the fact that re- 
tailers who felt they were abused or given the brushoff dur- 
ing the war are going to take revenge at the first opportun- 
ity; which means that manufacturers, through their sales- 
men, face a tremendous task in diplomacy if their order- 
books are not to suffer. 

In addition to individual and group educational confer- 
ences, and an occasional informal modernization institute, a 
few manufacturers are making such physical changes as 
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breaking down lines and territories, shifting districts, con- 
centrating on large towns, and revising methods of com- 
pensating salesmen. 

Meanwhile shoe production in this district continues to 
be hamstrung by worsening leather supplies. Cowhides per- 
haps are a trifle better but suede remains virtually non- 
existent. The industry today is believed to be undergoing 
its most serious period, with little relief expected before 
December. The uncertainty is so great they decline to pre- 
dict conditions or reveal production plans. Many cutting 
rooms are working exclusively on cloth and gabardine. 

Amid this confusion, outside buyers, destined for Midwest 
and Eastern shoe showings, are coming through St. Louis in 
unprecedented numbers attempting to place orders. Results 
are meager because manufacturers fear to make firm prom- 
ises and are trying to work out production schedules on a 
materials basis that precludes selling too far in advance. 
Since they cannot anticipate supplies, some are having to 
skip one or two months’ deliveries in order to catch up. 
There were instances of November and December shoes be- 
ing sold the second week in September. 

The manufacturing industry here plans to send nearly 300 
persons to the shoe shows despite production uncertainty— 
which perhaps is the most solid indication that they look for 
critical scarcities to clear up soon. 


Los Angeles 


As much as Los Angeles shoe manufacturers wish they 
might inject a note of optimism in the present market mix- 
up September was a month of confusion for them. Everyone 
sees the situation as most critical. Of the 71 manufacturers 
in Los Angeles, several are running on curtailed production 
with enough materials in all departments to keep them going 
for about four weeks. [If relief is not forthcoming by then, 
they expect to close their plants. Others state they have 
enough leather to last them three months, and still others 
until the first of the year. 

Los Angeles favors decontrol of the industry as the only 
answer to the situation, with the belief that the consumer 
will soon act as the control factor, and bring the shoe busi- 
ness back to a buyer’s market and nearer a semblance of 
normalcy. 

Everyone seems to be having his troubles with OPA 
pricing. One manufacturer making conventional heels on 
platform shoes, of which there is a tendency toward a trend 
in the California market, is taking a loss on every pair, 
which cost him 75 to 85 cents, with the hope OPA will soon 
wake up and let him make a profit on them. 

The all-around belief in Los Angeles is that the Govern- 
ment is trying to do an impossible job with hides at June 
30th prices of 154% cents, while the world market is twice 
as much. The general gripe is that hide people can hold 
their hides, but the manufacturers cannot hold their produc- 
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STOCK RECORD BOOK 


—and forms — 


for keeping an accurate 
tory “picture” of each width and size of each 
stock or style number consists of: 


Black Cloth binder—11%” x 1334” 

100 wy ym Sales and Stock om (Form #100) 
Comparison Form #105 

1 Inventory Pad (100) sheets #106 GS gate 

$2.00) .... 

2 Bertas Goder Feds (50 sheets) #107...... 

(or 4 of each, as preferred) 


(Sample sheets with guide for use sent on request) 


This Handy 


and inven- 









Sales Record 


: Form D 
Per Pad (100 cA iran a alin 
Refund Record Sli 
Per Pad (100 
Remainders yn & 
100 (Size 5”x3”") (500-86.50).......... 








Form F 











. Shoe Carton Tickets gummed tops or with Clips: 
Form H 
1%" x3%", 1000 


PROFIT CHARTS — (Celluloid Holder) — La Se eaahs an 
accurate method of figuring 


(50 Charts at $22.50; 
(Prices listed are F.O.B. Chicago) 
Check with order, 


preferred. Add 10% of value to cover shipment if check 
accompanies order. 


Orders filled for any forms preferred. 


MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Il. 


* 


. $2.75 





100 at "0 oD) 


unless C.0.D. Shipment is 


xx*e* 











New York Accepts 
Some X-Ray Machines 


New YorkK—In response to Health 
Commissioner Israel Weinstein’s invita- 
tion to manufacturers of X-Ray shoe 
fitting machines to submit affidavits in 
support of their contention that their 
machines are not dangerous to the 
health of salesmen or customers, M. B. 
Adrian and Sons X-Ray Co. and X-Ray 
Shoe Fitters, both firms of Milwaukee, 
Wis., submitted affidavits which were 
presented to the Board of Health at its 
regular meeting Sept. 24. 

The submitted briefs from the manu- 
facturing companies were the result of 
a ban imposed on the use of shoe fit- 
ting X-Ray machines imposed July 17, 
and later lifted pending investigation. 

The board accepted opinions of spe- 
cialists cited in the Milwaukee firm’s 
affidavits that their machines were 


safe. 
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The board further said they 


would offer no objections to their use 
in the fitting of shoes but pointed out 
that this action was not to be construed 
as a blanket approval for all machines. 
Other manufacturers of like equip- 
ment have been invited by Commis- 
sioner Weinstein to submit similar af- 
fidavits showing that their machines 
are not hazardous to the health of those 
coming in contact with them. Such 
briefs will also be submitted to the 
Board of Health for consideration. 





Shoe Dealers Participate 
In Fall Promotions 


MANCHESTER, N. H.—Leading shoe 
dealers participated in the annual Fall 
openings held by Manchester mer- 
chants, Sept. 12, 13 and 14. 

The footwear dealers, as well as 
clothiers, sponsored large advertising 





layouts in local newspapers to herald 
the big merchandising event. 





New Werner Store in Oakland 


OAKLAND, CaAL.—A new store build- 
ing being constructed at 2020 Broadway 
by R. W. Cross will be occupied about 
March 1 by the Frank Werner Shoe 
Company. The new structure will have 
47 ft. frontage and be 90 ft. deep. 

Russell Werner said that the new 
Oakland store will be a salon, luxuri- 
ously furnished in modern style, with 
the stock department entirely separate 
from the sales room. Eight window 
units for individual displays will take 
the place of present style sidewalk 
displays. 

The Werner company now operates 
stores in San Francisco and Oakland. 
The new store will take the place of 
their present Oakland store. 




































It’s a story of exploration .. of constant probing 
into better shoemaking methods, better fitting 
features, and better ways of telling your customers 
about them. It means three things to you: 


1. Modern production methods... to produce better 
shoes at a price mothers will be able and willing to pay. 


2. ““Cuddle-Back”’ construction...to give better and 
longer lasting fit . . . a real sales feature for you. 


3. Consistent national advertising .. to focus the 
attention of millions of mothers on Trimfoot quality, 
Trimfoot fit, and ‘‘Cuddle-Back”’ construction. 


Look to Trimfoot for promotion which means sales, 
and higher dealer profits. 


A straight line 
is the best route to 


; 7 - > 
unijorm Ahign 


TRIMFOOT COMPANY + TRIMFOOT TERRACE + FARMINGTON, MISSOURI 
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ST. LOUIS SALES VOLUME 
HOLDS UP 


DESPITE shortages, inability to build 
up inventories and slowness of de- 
liveries, the September sales volume 
of St. Louis shoe stores has persisted 
in remaining well over the figure of 
the corresponding month a year ago, 
as has been true here throughout the 
previous months of 1946. 

Explanation by retailers of the con- 
tinued upsurge in sales over last year 
points to four factors: higher prices, 
sales of more pairs, increased base- 
ment sales and the faster movement of 
high quality shoes, all of which, they 
point out, result from an unprece- 
dented consumer demand. 

Sales, however, dependent upon de- 
liveries, vary sharply from one day to 
the next, with rarely an “average” day 
ever occurring. The figure is either 
markedly over or under the daily 
average for the month. 

A trip into the men’s shoe depart- 
ment of a large department store fol- 
lowing a recent delivery will find 
every salesman occupied with a cus- 
tomer while the observer of the same 
department during a non-delivery peri- 
od will discover the sales force with 
only time on their hands. 

The same is true in women’s shoe 
stores and women’s shoe departments 
of the department stores, but to a 
lesser degree, retailers explain, be- 
cause of women’s more frequent shop- 
ping expeditions. 

Building up basement shoe sales in 
St, Louis, shoe department managers 
assert, is a natural outgrowth of the 
period following the lifting of shoe 
rationing. 

During that period, they point out, 
the average consumer considered qual- 
ity alone, while in the period since 
war's end in which wardrobes have 
been built up to some degree, the cus- 
tomer again is becoming downstairs 
conscious. 

A contributing factor to the loss of 
basement business during the ration- 
ing period was the trend of shoe man- 
ufacturers supplying basement needs 
to advertise their products nationally 
and to move them upstairs, the mana- 
ger of a basement store said. 

As another downstairs shoe depart- 
ment manager stated, basement shoe 
departments are featuring higher 
quality shoes than in the past, giving 
better service than in former years, 
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and in general, are succeeding in their 
efforts to convince the consumer that 
the downstairs merchandise ap- 
proaches the quality of that found on 
the upper floors. 

Both in basement stores and up- 
stairs shoe departments in addition to 
shoe stores, best selling styles in men’s 
shoes are casual and loafer models in 
mocassin types, with heavy soles for 
off-duty hours and heavy brogues in 
wing tips and blunt toes for dress. 

In women’s shoes black calf and 
suede are in great demand with in- 
creased calls for closed toes. The 
bobby sox trade demands flat heels 
almost exclusively with sales of open 
sandals falling off. 


* # # 


SHORTAGES GENERAL 
IN DETROIT STORES 


KEYNOTE of Detroit shoe trade is 
the overall shortage of shoes in stock 
—whether in department, specialty, or 
neighborhood stores. Situation, ac- 
cording to a few local shoe men, is 
partly the result of insufficient quotas 
in the past, continuing into the present 
in the case of men’s and children’s 
departments particularly, for the war- 
swollen Detroit area. Situation se- 
cured some earlier relief during the 
war when it was recognized and some 
shoes were diverted to the territory— 
but it is the contention of a few that 
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Genuine alligators, on high platform 
soles, were the featured styles in this 

ad of Himelhoch's, Detroit. 














sales allocations are bastd now upon 
prewar population figures and Detroit 
has continued to gain in population, 
rather than to lose its war-year im- 
migrants as everyone anticipated. 

Result is that, while the better 
stores can generally fit a customer, 
they are likely to have trouble in offer- 
ing any selection of styles. Some stores 
are getting back quietly to the old- 
time merchandising practice of advis- 
ing customers when they have suitable 
shoes in stock, by letter or phone, and 
a mild return of the era of personal 
selling may be in prospect, in dis- 
tinction to the mass production style 
of operation in some cases forced by 
earlier shortages of help. 

Actual buying demand is generally 
reported as “tremendous,” and in ex- 
cess of what the stores are able to 
handle. However, sales are only 
“good,” somewhat above August of 
last year—l0 to 15 per cent, typical 
store reports indicate. One reason 
was that last August saw the recon- 
version jitters of V-J Day hit this 
town heavily, and sales fell steeply. 
Another is that customers are buying 
early for Winter, realizing the short- 
age of footwear, and are not waiting 
for the first frost as in former years. 

Merchandising and promotion by 
the better stores is concentrating 
much upon the exotic in women’s foot- 
wear, but with some emphasis upon 
serviceability as well. There is little 
attempt, except in the extremely high 
style lines, to sell with complete dis- 
regard of utility, but the customer's 
attention is necessarily directed to 
specialties in reptile and other items 
fairly readily available in particular 
instances. 

There has been heavy emphasis up- 
on college footwear in the past month, 
with trend, both in men’s and women’s 
lines, away from the eccentric or the 
strictly smart toward the middle 
ground of conservative utility, in 


_ choice of lines displayed. 


* * # 
TRUCKING STRIKE HALTS 
NEW YORK DELIVERIES 


THE trucking strike in New York 
has added insult to injury so far as 
supplies are concerned, although 
some merchants depending on local 
sources have been able to have goods 
delivered by some other means. Sev- 
eral buyers said their stocks were 
holding out without replenishment be- 
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cause they had been more than ade- 
quate. This was true especially of 
children’s departments. 

One of the biggest style questions 
of the season concerns the demand 
for closed toes and backs. Buyers say 
customers are asking for the closed 
shoe and they are doing well with 
such as they have in stock. An up- 
town high style salon reports big re- 
sponse to an ad on the simple, tradi- 
tional opera pump. In this high style 
market the closed shoe seems to be 
gaining preference over the open 
styles. Another uptown shop finds its 
ankle-strap pump tremendous; a 57th 
Street shop says it has always advo- 
cated the closed shoe. However, ac- 
cording to a Madison Avenue retailer, 
his clientele prefers the open styles. 
And so, moving downtown, the closed 
shoe takes a back seat; the open shoe 
is still the best seller in the medium 


Ie: 


and low-price brackets. 

A new demand for shoes of all types 
on medium heels is becoming appar- 
ent; 18/8 is adding up sales in many 
stores, 

Although it is very unlikely that 
black will ever lose first place in 
color popularity, many other shades 
are being promoted with good results. 
Brown has received the best notices in 
its lighter versions, such as cocoa and 
the “brownstone” promoted by a Fifth 
Avenue salon. Navy is being heralded 
for Fall and Winter around 57th 
Street. The majority of the buyers 
questioned expect to do big things 
with wine; promotions on it will be 
breaking in the next few weeks. Red 
is also in demand, both in calf and 
reptile, and green retains some popu- 
larity. 

The uptown stores place little value 
on play shoes, especially for the Fall 


season, although they will have them | 


for resort business. While some do 
carry fabric play shoes they prefer 
leathers, and styles more of the casual 
type than the real play shoe. Some 
buyers have discontinued the latter 
completely. 

Back-to-school business is reported- 
ly good, not only in children’s but 
also men’s and women’s departments. 
College girls are buying moccasins 
and flats for dress. The ballet is still 
a big item, and novelty boots are 


“Let's Play School,” said Hess of 

Baltimore, and pointed out the need 

of young people for good shoes, cor- 
rectly fitted. 





gaining wide acceptance. Rubber 
boots have sold like wildfire in all 
departments and even fleece-lined sta- 
dium boots are already selling. 
Meanwhile, mothers have begun 
shopping for high shoes for pre-school 
children. A 34th Street store reports 
a large call for side ties on girls’ sizes 
1244-3, and black patent Mary Janes, 
the biggest thing for younger girls. 
More than one buyer stressed the 
popularity of ghillies for school girls 
this Fall, while moccasin oxfords and 
wing tips are favored by the boys. 
Men’s departments are also busy 
selling brogues, moccasins, all types 
of oxfords, and even golf shoes. Brown 
is far more popular than black, men 
very often accepting black only as a 


substitution. 
* * * 


BALTIMORE CUSTOMERS 
DEMAND BLUE, RED 


BALTIMORE shoppers surprised the 
shoe buyer in one of the leading de- 
partment stores with their demands 
for blue calf and blue suedes, red 
reptile and red calf, also Cherry 
“Coke” patents—all hold-overs from 
Spring. This store manager feels that 
the colors which are seasonal during 
the Spring and Summer months, will 
sell very well and in volume all dur- 
ing October. He attributes this trend 
to the fact that many women who 
bought blue Spring outfits and were 
unable to get footwear to match in 
color are going to keep on trying to 
match them this Fall and thus blend 
their footwear with their suits and 
dresses, wearing them rather belated- 
ly into the cold weather. Another color 
that shows signs of volume business 
for October and later is Hunter’s 
Green in suede. 

Black suede is literally “out of this 


world” to quote a shoe buyer. All 
that can be procured from manufac- 
turers is selling quickly. However, 
deliveries are very late on them as 
well as on brown suede which is 
being favored steadily by consumers. 

Gabardines with reptile trimmings, 
however, particularly with grey lizard 
touches, as well as patents are steadi- 
ly selling along with alligators and 
lizards. Gabardines with the reptile 
variations have been displayed gen- 
erously in shoe department sections 
at O’Neill’s and Schleisner’s. 

In the children’s shoe section, the 
leather situation is about as bad or 
worse than in grown-up departments, 
according to one buyer. However, one 
department store is reporting a nice 
turnover of brown oxfords in calf with 
plain toe and also brown calf ghillies. 

Men’s house slippers are hard to 
get just now. The price of kidskin 
slippers for bedroom wear has gone 
up. However, according to the buyer 
at Stewart’s Department store: “Men’s 
house slippers in popular priced 
brands are still hard to get but they 
are expected to ease up because of 
OPA relief given Sept. 3, 1946.” 

In the meantime, shoe store win- 
dows are fairly bursting with alliga- 
tor and alligator-lizard footwear, in 
brown and black suedes, in play types 





as well as high styles. Generally. 
brown suede was slow to come in for 
Fall and is being featured in exterior 
displays. 

* * * 


MIAMI TEACHERS PREFER 
SMOOTH LEATHERS 


$ HOE activity in Miami during the 
past month has run largely to school 
and college promotions. A number of 
important points have been uncovered 
through these promotions. For ex- 
ample: One store, Burdine’s, had a 
special occasion lasting a week and 
designed in particular for school 
teachers. A panel of better known 
teachers for this area discussed clothes 
and accessories which had an appeal 
for members of their profession. When 
it came to shoes, there was an em- 
phatic protest against suede or other 
materials that might pick up chalk 
or dust. What they wanted were 
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TS GERDA cain... 


FEATURING WOMEN’S SLIPPERS 
TO GIVE YOU GREATER SALES 


NOW is the time to replenish your slipper supply with 
this tantalizing line of foot comfort beauties by GERDA. 
A complete variety that will find a place in the eyes, 
heart and wardrobe of every woman who sees them. 
Style, color and long-wearing leather soles make them a 
“must” on your slipper parade. Display them early and 
be assured of quick sales and greater profits. Order now 
for October—November deliveries and be among the 
many dealers who feature this complete line of slippers. 


SEE US AT THESE SHOWS: 


New York, Chicago, Des Moines, 
St. Paul, Buffalo, Oklahoma City, 
Pittsburgh, Dalles, Omaha and 
Indianapolis. 

Ne. 4102—Women's All 

Leather D'Orsay, Full Piat- 

form, Leather 

Colors: Brown, Block, Red. 

Sizes: 4-9. $9.35 


Ne. 318— Women's Ben- 
line Mule, Fur Collar, 
© Soles, Ruffled one 

Sling Back, Cushioned for 


Comfort. 
Colors: White, Pink, Light 
Black. 


Sizes: 4-9. $235 


Ne. 316 — Sapa Embroi- 
d Bengaline Sunburst 
edi 


Also available in 
Cuben Heel 


Ne. 3175—Ribbed Velour, 

foe Cotes, sie ee Ze TERMS: Net 10 Days F.O.B, New York. 

aac Minimum order |8 prs. per color. State Second Color Choice. 
OCTOBER-NOVEMBER DELIVERY. 


Footwear COMPANY, INC. 
IMPORTERS ° EXPORTERS 
158 DUANE ST., NEW YORK 13, N. Y. 
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smooth leathers that do not require 
constant brushing to keep in trim. 

Medium heeled platform wedges or 
Cuban heeled sling back pumps were 
given a high rating. Also favored was 
the smart oxford. This had to have a 
comfortable medium heel, but must 
definitely be good looking. Reptiles 
were given approval, and in the wide 
color range in which they are obtain- 
able they were felt to be the correct 
shoes for color accents. 

When it came to off-duty shoes for 
evening wear, the demand was for a 
dramatically styled platform sole 
model. Glittering sequins or cut steel 
beads held favor. 

For the dressy shoe there seemed to 


be a leaning toward the softer mood 
of the dressmaker touch—with drap- 
ing, pleating, stitching or piping in 
high favor. 

For campus wear girls have selected 
good looking saddle oxfords as first 
choice. Gone is the trend for sloppy 
Joe outfits. Girls of all ages are going 
to look smartly dressed this season. 
The ballet-type has had some follow- 
ing, but oxford or loafer types are 
leading. 

Black is leading in color; one ad- 
vertiser described it as “the dark ex- 
clamation point in style.” Next to 
black, brown has been a favorite, and 
the deep burgundy reds are selling 
well. 

Black patent continues to be among 
the best sellers. and Hartley’s has 
been featuring a line of pumps, both 
closed and sling back models, at 
$10.95. Rothman’s on Lincoln Road, 
Miami Beach. has done well with a 
black suede pump perched on a patent 
platform, and Burdine’s has had a 
suede number in closed back, open toe 
pump with a cleverly manipulated 
square leather how on the otherwise 
perfectly plain shoe. 

All shoe dealers are somewhat hand- 
ieapped by the returning shortages in 
leather and are not able to carry full 
and complete style and size ranges in 
every wanted shoe. 

* # # 


BLACK CALF WANTED 
IN CHICAGO — 


In these days of shoe shortages, 


when some stores announce almost 
shyly and only occasionally that they 
have one specific shoe to feature, and 
others advertise not at all, it was 
nothing short of startling to see a full 
page ad of Sears recently illustrating 
ten different models ranging in price 
from $4.00 to $7.50. The Keery- 
brookes, Sears’ own brand name, in- 
cluded suedes, plastic, patents and 
smooth leathers, and featured a vari- 
ety of styles, including wedge heels, 
flats, platforms, sandals and sling 
pumps. 

For the most part, shoes at $10.00 
and under have carried the bulk of 
advertising within recent weeks. 
Field’s have lately featured casual 
models with wedge soles at $6.95 and 
$8.95, fashioned of bright leathers— 
surely an unusual emphasis at this 
season of the year and a true indica- 
tion of the low ebb of seasonable 
stock. oe 

Everywhere the big demand is for 
black calf, but few houses can offer 
the public more than a pair or two. 
Joseph, however, recently promoted a 
wrap-strap style on medium heel, 
available in both brown and black 
calf. A similar model was also shown 
by Mandel’s in limited quantity. That 
stocks are limited everywhere is very 
apparent, for many a customer react- 
ing promptly to an advertisement, 
goes to the store only to find that the 
few pairs they had in her size have 
already been sold. What continues to 
be one of the minor miracles of this 
age is the fact that, in spite of short- 
ages, shoe departments still continue 
to show steadily increasing figures. 

“Flats wanted” is a slogan almost 
as applicable to the shoe business as 
to the building trades, for all shoe 
men report that flats of every de- 
scription, both literally and figura- 
tively, walk out of their departments. 





“Looking for o Fiat?" was the play 
on words used by Malley’s in New 


Haven, Conn., to offer their low- 
shoes. 


And they are not limited in their ap- 
peal to one age group. While it is 
true the school girl buys the greatest 
number, they are extremely popular 


with mature women, too. 
* * * 


SHORTAGES HIT 
NEW HAVEN STORES 


NEW HAVEN’S shoe dealers are get- 
ting so that they automatically start 
all of their sentences these days with 
the word “Sorry.” Those who deal in 
women’s lines as well as those carry- 
ing men’s shoes, find that they are 
using the word more often now than 
ever, as women become more de- 
manding for leather shoes, and men, 
especially the returning student at 
Yale, speaks up for his preference of 
cordovans or grained brogues and the 
moccasin loafer. 

The women’s lines are the severest 
sufferers; retailers report that the 
lady buyer is becoming more of a 


shopper than she was in the past few 
months, and there is a noticeable in- 
crease in sales resistance to fabric 
and plastic shoes which many stores 
have had to stock when orders of 
leather shoes were cancelled. The call 
in most women’s stores is for the 
dressy shoe, and insistence is on 
leather. 

Men’s lines are faring somewhat 
better, and deliveries are not as de- 
layed. There are reasonable stocks of 
brogue shoes which are enjoying a 
very brisk demand now that the first 
nip of Fall has touched the city. 
Moccasin loafers are still the biggest 
selling item, and shoe stores are faced 
with the problem of keeping stocks 
on hand to meet demand. Cordovans 
are being asked for and in most stores 
the customer is disappointed, for 
these horsehide shoes have not come 
through in any quantity. 

With the Fall season well advanced, 
and very little prospect of any imme- 
diate improvement in the shoe field, 
New Haven merchants are resigned 
to a minimum amount of Winter pro- 
motion, and will continue their policy 
of selling what they have on hand, 
and living on a day-to-day basis, let- 
ting tomorrows take care of them- 
selves. Saving of items from skimpy 

[TURN TO PAGE 93, PLEASE] 
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FOR GOOD VOLUME and PROFIT 


Are they priced at a figure that a worth-while percentage of the 
men in your community can afford to pay for shoes? Are they 
made with a sincere and uncompromising eye to quality? Are they 
favorably known to the men who could be your customers? 

Ask those questions about Foot Pals and get an honest, em- 
phatic “YES” in answer to all three. Foot Pals are moderately 
priced, they’re well known, and their standards of mznufacture are 
so high that they have become widely recognized as a good grade 
above their price in quality. There’s a successful future for you 


with Foot Pals! The Wall Streeter Shoe Co., North Adams, Mass. 


SHOES WORTH SELLING 


Nationally advertised 
in Esquire 
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Foot Care Should Begin in Childhood 


[CONTINUED FROM PAGE 47] 


properly fitted shoe—and such shoe 
should be insisted upon for school wear. 

Instruction on proper method of 
walking should be given. 

Up to high school age a low heel, lace 
oxford should be suggested for school 
wear, inasmuch as any other type is 
detrimental to child foot health. 

Stockings should be knitted either 
right and left, or actual shape of the 
foot rather than knitted to a point, and 
they should be fitted three-fourths of an 
inch longer than the longest toe. 

Shoes should be of light weight up- 
per leather with flexible leather soles. 

In examining children’s feet their 
shoes and stockings must be examined 
both on and off the feet. 

Methods of treatment and advice are 
sent home to parents when foot or shoe 
defects are found. 

Inasmuch as skin lesions may be in- 
fectious, children are warned not to 
walk barefoot across any floor and 
never to wear another child’s shoes. 

In some schools the examinations of 
the feet are followed up with lectures 
to students and parents on foot health. 

Reports to date indicate that suffi- 
cient cause exists in all schools to call 
for the services of podiatrists as regu- 
lar members of the medical examining 
staff. Superficial studies of children’s 
feet during the course of the average 
health examination often overlook de- 
veloped weaknesses and other condi- 
tions that are not immediately appar- 
ent. Specific training and a thorough 
knowledge of feet are as necessary to 
treatment of feet as the training of the 
dentist is to dental hygiene. 

And it is admitted by the heads of 
various health departments that these 
statements are true, and they hope 
some day, at the request of some au- 
thority, that more will be done in pub- 
lic schools all over the country to im- 
prove the foot health of children. For 
20 years fact-finding foot surveys in 


public schools have compiled statistics 
and percentages of foot defectives that 
have startled and amazed parents and 
teachers. Sixty-five per cent of. the 
boys and 80 per cent of the girls of 
school age, on an average, have foot de- 
formities and mechanical disturbances. 
Children’s feet may be properly 
guarded if school physicians, health de- 
partments and educators in general 
accept their responsibility. 

The causes of most foot defects are 
shoes improperly fitted, too heavy for 
delicate feet, worn out or outgrown. 
All of these contribute to our nation of 
crippled feet. If all the men and wo- 
men with foot defects who were exam- 
ined for military service were rejected 
because of those defects, it would have 
been most difficult to enroll the required 
fighting forces. 

Something should be done in every 
state. Massachusetts has led the way 
and has already proved that foot ex- 
aminations for school children are es- 
sential. Public school officials elsewhere 
should include the examination of feet 
in the annual health check-up of school 
children. To protect children’s feet, 
keep them healthy, and thus give 
future generations a fair chance to go 
forward sound of body from feet to 
head. 

It has been said that some of the for- 
eign nations had stronger armies be- 
cause their children’s feet were rigidly 
supervised by the state. Since the first 
World War, Germany, Italy and Russia 
have paid particular attention to the 
feet and health of children through 
their youth movements. Consequently, 
the men of their armies had fewer foot 
troubles and knew better how to keep 
their feet protected and in good con- 
dition. 

It is time for better foot care as a 
part of our country’s physical fitness 
program for better health. 





Back-to-School Promotions 
In Seattle 


SEATTLE, WASH.—A series of “Back- 
to-School” programs and fashion shows 
in Seattle put footwear for youngsters 
returning to school this Fall squarely 
into the sales limelight in department 
stores and shoe salons at Seattle, where 
schools opened in September with rec- 
ord-breaking attendance, due to the 
augmented postwar population. 

At Frederick & Nelson, Seattle unit 
of Marshall Field & Co., where the 
back-to-school movement reached a mer- 
chandising high before and after open- 
ing of school, display and fashion show 
emphasis was placed on footwear that 
underscored back-to-school wardrobes 
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for the little folk, complete with all ac- 
cessories. 

A youth floor has been made of the 
fifth floor of Frederick’s with the man- 
agement inviting children and their 
parents to view the displays of fashions 
for both boys and girls. Day-by-day 
fashion shows featured various age 
groups, such as for nursery tots, boys 
and girls in grammar grades, and later 
the high schoo! sets. 


Accessory Department 
Augments Shoe Store 


BINGHAMTON, N. Y.—A new hosiery 
and handbag section has been added to 
the G. R. Kinney Co. store here. 


What Does the 
Junior Market Mean 


[CONTINUED FROM PAGE 42] 


much larger group than originally, 
Most designers say it starts with the 
sixteen or seventeen year old, although 
junior styles and sizes can often be 
worn by a younger teen-ager. Its ter- 
mination is even more indefinite, esti- 
mated roughly at twenty-six years or 
possibly thirty, or—you name it. Junior 
fashions can be worn by anyone who 
looks and feels the part, until the atti- 
tude becomes more mature and the 
figure more matronly. Some shoe re- 
tailers report women of all ages buying 
the popular flats, which are too gener- 
ally considered only a very young girl’s 
shoe. Of course, an 8/8 heel is more 
comfortable for the woman than the 
4/8, or real “pancake,” flat. 

One junior dress designer says there 
are two types of juniors: the woman 
who likes to feel younger, and the 
young girl who wants to look a bit older 
and who feels that junior clothes are 
made expressly for her. Paradoxically, 
the junior fashion can perform both 
functions, and that is the secret of its 
success. Good junior fashions can 
either add or subtract years because 
they are sophisticated, with a jaunty, 
youthful dash. Their public doesn’t like 
fripperies, so they are simple. Yet they 
always retain their young gaiety and 
freedom of spirit; they have a motion 
of line, whether in dresses, suits, or 
shoes, which makes them seem lithe and 
very much alive. 

Here is more proof that your defini- 
tion of a junior must be a broad one. 
Every girl in the suggested age bracket 
is not built for a junior dress size, but 
is probably a junior in spirit neverthe- 
less. Therefore, in your mind, or in 
your coordinated advertising and dis- 
play, you must not always link up 
youthful shoes with these dresses only. 
The Claire McCardell clothes illus- 
trated here show the type of casual and 
comfortable, yet smart, clothes in 
misses’ sizes that your younger custom- 
ers want and give you a lead on the 
type of shoe wardrobe they‘ require. 
Furthermore, juniors are versatile and 
will wear many varied shoe styles with 
the same costume, as is illustrated on 
these pages. 

The soft, casual look of these clothes 
speaks for the first quality young 
women look for in footwear: namely, 
comfort. The young American, the 
junior, if you wish, is busy and active 
on her feet. She’s at school or college, 
working at a budding career, or newly 
married, keeping house, maybe raising 
a family. For this reason, flats have 
gained their tremendous popularity. 
And the desire for comfort has been ex- 
pressed by older women, who also want 
them. 

Secondly, juniors want their shoes 
simple in line and detail. They don’t 
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A“TrIPLE PLAY” OF SENSATIONAL OuTboor Hirs! 





DUCK BOOTS 


Great for Heavy Duty. 
Hunting, Hiking, Farming, 


Construction Work, Garage Work 
® Goodyear 
Welt Con- 
+3959 struction 


® Waterproof 
Leather 
Uppers 


° All Weather 
Cord Soles 


$615 


pair 


also #3960. Brown Elk Uppers 





SKI or CLIMBING 
BOOTS 


Rubber Soles 


® Developed by U.S. Army 
© Army retan uppers 

@ Grooved heels 

® Leather gussets 

® Felt innersoles 

® Sizes 5 to 9/2 

© Widths C, D, E, EE 















New! HUNTPAC 
16" HIGH 


© Oiled T 
h 

























© Felt inner- 


soles 


$850 


pair 


Choice of Size Ranges 
7-10, 7-12, 6-11, 6-12 








ARNOFF SHOE CO. 





101 DUANE STREET 


NEW YORK 7, N. Y. 











like extreme styles and seldom pick up 
a fashion while it is high style. Design- 
ers find them slow to accept new 
fashion ideas, but once something good 
has caught on and is seen a great deal 
it will last interminably, for young 
people are gregarious even where 
fashion is concerned. It is the good, 
simple design which they make a clas- 
sic, such as the moccasin, the “Shank’s 
Mare” type of flat, and now, it appears, 
the ballet. The fact that constant repe- 
tition of presentation popularizes a 
style in this group indicates the impor- 
tance of advertising to this market. 
The third characteristic a junor 
seeks in shoes is gay distinction, 
glamour with tongue in cheek. The 
Horwitz & Duberman suit shown here 
flaunts this jaunty young characteris- 
tic, the one perhaps hardest to find in 
certain types of shoes, high heels in 
particlar. It would seem that in con- 
centrating on the flat, the manufac- 
turer has gotten that dressy high heels 
are also in demand for gala occasions. 
But they, too, must be simple and 
sparingly ornamented, deriving their 
beauty, formality and youthful look 
from graceful, lighthearted design. 
Juniors do not want platforms any 
higher than % in., but invariably pre- 
fer quite a high heel to the medium 
height. They also ask for more flats 
suited to dress-up occasions. Whereas 
very bare sandals are popular on flat 
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heels, closed shoes (even the traditional 
opera pump) are preferred among 
high-heeled styles. 

These, then, are the shoes the junior 
miss wants. Providing the manufac- 
turer heeds her desires, where is she to 
buy these shoes? Many retailers have 
built up a new young clientele based 
solely on the admirable job they are 
doing with flats. Still more department 
stores have deb departments. However, 
all too often these departments are 
stocked for all ages and are basically 
budget departments. True, the junior 
is usually on a budget and wants rea- 
sonably priced shoes. But because she 
is busy and has very definite ideas 
about what she wants, she doesn’t like 
to go from one store to another trying 
to weed out her type of shoe. She can 
go directly to a college, career, or 
junior miss shop to choose the rest of 
her clothes; she likes a shoe store or de- 
partment which affords her the same 
convenience. There are some such 
stores and they are the ones who are 
netting the profits of this market. 

Remember, while the junior may not 
set the trend, she is the clothes-con- 
scious young woman who assures it of 
its place and brings it into the volume 
category. She is a customer who treats 
fashion as a necessary pleasure; she 
enjoys spending her money on clothes— 
when they are just the right clothes for 
her. The junior’s business is good busi- 





ness and, if you understand her and 
cater to her needs, it’s a volume of 
business that’s all yours. 





Milwaukee Hide 
Stocks Critical 


MILWAUKEE, Wis. — Milwaukee tan- 
ners and shoe manufacturers reported 
recently that the situation in regard to 
hides is critical. Shoe firms stated that 
stocks are becoming exhausted and tan- 
ners added that they were receiving 
only a “trickle” of hides. 

The Nunn-Bush Shoe Co., one of the 
four large shoe firms in the city, has 
reduced its production from a 50-hour 
to a 45-hour week. A spokesman for an- 
other local shoe firm said that with 
current leather stocks on hand, drastic 
curtailment of production, perhaps a 
three-day schedule, might be necessary 
soon. 


Expand Shoe Department 


LOWELL, Mass.—Dickerman and Mc- 
Quade, Inc., of 91 Central Street, is ex- 
tending its retail shoe department, 
under an expansion program now being 
carried on by Elias J. McQuade, presi- 
dent of the company. Dickerman and 
McQuade recently purchased the build- 
ing in which the firm is located. 
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Enthusiastic Crowd maids Chicago Outing 4 Bestifu! Setting 


A group ef shoe men at the Chicago Travelers’ outing held at Arrowhead Golf 
Clab last month. Left to right are Arthur Borman, Borman Shoe Store, Chicago; 
Frank Groleski, Frank's Boot Shop, La Salle, Ill.; Sam Beeson, Enna Jettick sales- 
man; George Sicter, president of Shoe Travelers’ Association of Chicago; Jack 
Storm, Marshall, Meadows and Stewart salesman; Bob Dawson, Groves Shoe Com- 
pony salesman; the Arrowhead golf pro; Leo Menaker, Roberts, Johnson & Rand; 
©. T. Burns, Montgomery Ward & Co. buyer; H. L. Rupenay, Sears Roebuck & Co. 
buyer; Stanley Hultgren, Krippendorf Dittmann salesman; Joe Miller, retailer, 
Chicago Heights; Al Siater; and M. J. Stern, Owego Shoe Company salesman. 


CuicaGco—The Chicago Shoe Travel- 
ers Association inaugurated the first of 
what will be an annual program of 
group outings with a very successful 
day at Arrowhead Golf Club, Septem- 
ber 10. 

A “men-only” affair, 75 members were 
present with Chicago retailers as 
guests. Tee-off for the gold tournament 
was at ten o’clock with non-golfers seek- 
ing diversion around the card tables. 

Golf prizes were awarded to Billy 
Hubbard and Leo Menaker who tied for 


first place in the Blind Bogey Handicap. 
The tie between the two was decided by 
flipping a coin. Low score for the day 
was attained by Jack Storm. 

After the tournament a large crowd 
assembled for a chicken dinner and the 
door prize, a beautiful blanket, was 
awarded to Ralph Wolpe. With all par- 
ticipants well satisfied with the success 
of the year, it was agreed to hold an- 
other next year, the date to be an- 
nounced later, 


A foursome caught on the links. Left to right are U. K. “Red” Alien, Allen- 
Hubbard; T. O. Burns, Montgomery Ward Co.; H. L. Rupenay, Sears Roebuck; and 
Bob Dawson, Groves Shoe Company. 





New Name Announced 


Kokomo, INpD.—The Max Gross Store, 
which was sold twenty-one months ago, 
has changed the firm’s name to Palm- 
blade’s. The shoe department features 
footwear for men and boys. 
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Open Juvenile Department 


BIRMINGHAM, ALA.—A new, com- 
pletely modern children’s shoe depart- 
ment, with a complete selection of qual- 
ity juvenile footwear, has been opened 
at the Parisian, here. 


[CONTINUED FROM PAGE 49] 


foot solid curved lounge set against 
a rear wall of curved oak paneling. 
Behind this partition is the stockroom, 
A fireplace of pink Tennessee marbie 
set in mirrored panels, adds a touch of 
comfort that is really original. 

A relaxed atmosphere is the keynote 
of the new salon. Mr. Sax reports that 
the restful air of the store means more 
business. “Our air-conditioning, soft 
music and completely comfortable 
chairs make our customers hate to 
leave,” says Mr. Sax, and he adds, “re- 
cently one woman spent $326.00 at one 
sitting.” 

As the shopper enters the store, the 
accessory department is at her right. 
Smart accessories to match the high 
style footwear carried by the store are 
sold in this section. Behind the acces- 
sory counter is a wall upholstered in 
flowered unfinished corduroy. On this 
wall hang heavy plate glass shelves 
used for displays. The only other in- 
terior displays are four shadow boxes 
hung on the walls, where displays are 
co-ordinated with the exterior main 
display—so that one theme is carried 
throughout the entire store. 

Even the cashier’s desk sounds a 
luxurious note. Upholstered in leather 
and lighted, as is the rest of the store, 
by cold cathode lighting, it is com- 
pletely functional—so that even when 
leaving, the customer feels the gra- 
ciousness of the atmosphere. 

Mr. Sax believes that no trouble or 
expense should be spared in dramatiz- 
ing the beauty of his shoes. His adver- 
tising consists of spot local radio an- 
nouncements, newspaper advertising 
and display—the latter meriting the 
greater portion of the expenditure. 


Texas Store Completes Move 


SAN ANGELO, Tex.—The White Shoe 
Store which is carrying a complete line 
of footwear for men, women and chil- 
dren opened the first part of September 
in a remodeled and redecorated build- 
ing at 205 South Chadbourne. Nation- 
ally advertised brands will be featured. 

The store is being managed by the 
owner, Eckford T. White, for the past 
four years connected with the San 
Angelo school system. He and his 
father were in the mercantile business 
in Winnsboro, Tex., a number of years 
ago. 

The owner’s wife is in charge of ac- 
cessories. Other members of the staff 
are Marie Washam, display; Jimmy 
Lawless, Carter Guthrie and Edgar 
Proctor, salesmen; and J. C. Gotcher 
who will join the staff at a later date. 

Facilities in the store are available 
to accommodate 20 persons at one time. 
The store is air-conditioned and steam 
heated. 
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Six-Point Program Builds for the Future 


A SIX-POINT long-range program instituted a few years 
ago in the women’s shoe department at Gladding’s, Inc., 
Providence, R. L., has produced a business that is well or- 
ganized and ready for the postwar years. In spite of the 
fact that its sales volume is limited to the amount of mer- 
chandise it receives on quota, its sales volume has increased 
24 times in 24% years and its sales staff has increased from 
four to 13 on a full-time basis. New customers are being 
added daily. 

The program was started by Philip Sheridan, manager, 
about three years ago. According to his philosophy, you can 
“do business or you can build business,” and he set out to 
build for the future. 

The price line includes shoes from $6.95 to $30.00, the 
highest price line ranging from $18.95 to the top figure. In 
epite of the fact that the department sells all of its quota in 
this top line, Mr. Sheridan notes that it is important to keep 
the proper perspective on the entire line and to realize that 
this is a prestige builder. 

Working on the same principle, Mr. Sheridan believes 
that the $6.95 line has its proper place in a well balanced 
stock but that a medium price line around $8.00 to $11.00 
for his clientele is the best for promotion. He thus selected 
this price line to be built into the real volume business. 

Cut prices, as such, are never featured in advertising, 
with the exception of the end-of-the-month clearance, when 
the name of the manufacturer is never given. 

“Another point in our program that has helped a great 
deal,” said Mr. Sheridan, “is that of having fresh, smart 
department displays, cleaned and changed every day. For 
these, we pick our newest and smartest footwear. We try 
to make these displays accomplish a sort of welcome and 
pleasant introduction to the department.” 

But let’s take up another point—that of an efficient sales 
personnel. Almost daily, Mr. Sheridan conducts short, in- 
formal talks with his staff. He keeps them acquainted with 
fashion trends, not only in footwear, but in ready-to-wear 
as well, so that they can suggest footwear to match the new 
styles. 

Sometimes there are methods of making suggestions which 
may result in double sales. At these meetings, too, they 
talk about the best methods of telling a customer about 
good shoe construction, always with emphasis on quality of 
materials and workmanship. 

These meetings are an ideal opportunity for Mr. Sheridan 
to report the results of his frequent trips to Boston, New 
York or other business centers. 

But whatever the subject, these meetings keep the sales 
personnel on their toes prepared to do a good job of selling 
quality footwear. Not only do they serve to give the depart- 
ment a quick take-off for the day’s activities, but they con- 
stitute a veritable refresher course in all phases of shoe 
retailing. 

Last but not least is the department policy of standing 
back of every pair of shoes it sells. Mr. Sheridan believes 
that women are more sensitive than are men when they buy 
merchandise that does not stand up reasonably well. He 
believes it is much better to stand the loss of an occasional 
pair of shoes than to have a woman go out of the depart- 
ment in a mood to give it adverse publicity. 

Gladding’s store celebrates its 180th anniversary this 
month, Historically it is the oldest dry goods store in the 
United States. Its business throughout all this time has 
prospered and grown through a policy of the best resources, 
the best and most fashionable merchandise, with friendly 
relations with customers and resources. 
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IRVING LAMET SHOE CO. 









Woventox 


FOOT-PROTECTORS 


pat snug-fitting regular 
or backless styles of fine, soft 
cotton, with elastic tops. Individ- 
ually wrapped in sales-stimulating 
envelopes. Color: Beige. In Wo- 
men's & Misses’ sizes 8!/2 to 10!/>. 
Packed one dozen of a size to the 
box . . . Prompt delivery. 

Style 5568—Regular 

Style 5569—Backless * 1:82 Dozen 

Style 5575—Regular 


Fine Tricot Rayon . . . $2.85 Dozen 
(Net 30 days) 


FRIEDMAN coscny core 


319 Fifth Averne, Nem York City 16 














Sell your shoes 
on this lovely stand 


Heights; 
9,12,15 
& 18 in. 


Shoe 
rests, 


Price (all heights) *67° ea. 


Wh ite— 


or our new catalog 


Gillman Plastic Fixtures 


—made in our own factory — 
503 N. 12th St., Dept. B, St. Lovis 1, Mo. 
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Case History of a 
Shoe Store’s Advertising 


[CONTINUED FROM PAGE 45] 


“With its average of three ads a day, 
Hahn’s is constantly before the public 
with a selling message, but the shoe 
firm varies its appeals so that while it 
is attracting the attention of women 
buyers in one newspaper, it is making 
a bid for male or children’s business in 
another. 

“Both the advertising and the win- 
dow displays are prepared at the firms 
headquarters, and the two are coordi- 
nated with the result that a customer 
can walk up to one of the stores with 
the newspaper ad in her hand and see 
the pictured shoe on display in the 
shop’s window. 

“While a similarity is maintained 
among the displays in the different 
store units, variations are made to suit 
the character of the different neighbor- 
hoods in which there are stores and the 
design of the windows of which there 
are about eight for each unit. 

“Distinctive institutional displays of 
seasonal or community nature have be- 
come traditional with Hahn’s, and the 
public now anticipates them from year 
to year, the result being a contribution 
both to Hahn’s prestige and to its sales. 

“Hahn’s advertising,” the study went 
on, “is best characterized as ‘merchan- 
dise institutional’ for while it is defi- 
nitely designed to sell shoes, handbags, 
hosiery, small leather goods, and the 
other items which the stores stock, it is 
not highly promotional, being concerned 
with first selling the store as the place 
to buy shoes whenever a customer 
wants a pair. 

“Prices are quoted in Hahn advertis- 
ing, and a definite tie-up is made be- 
tween a brand name and a price line. 

“Practically all of the ads carry the 
identifying slogan, ‘The Seven Hahn 
Shoe Stores of Washington,’ a phrase 
which the firm has found has an excel- 
lent communicative effect on new cus- 
tomers of which Washington by its 
nature has a steady progression. 

“Recently it has been the policy of 
the firm to vary the layout of the ads 
about every six months thereby keep- 
ing abreast of the times and giving 
the merchandise illustrated added 
freshness. 

“One of the most successful series of 
advertisements the firm has published,” 
continued the analysis, “has been a se- 
ries appearing every day on the comic 
page of one of the city’s newspapers. 
The ads are 200-line straight merchan- 
dise messages devoted to medium priced 
items, and assisted by the readership 
which the ‘funnies’ attract to that 
page, they have produced the greatest 
immediate response of any the firm has 
tried. 

“Merchandise advertising, however, 
is interspersed occasionally with 
strictly editorial type, public relations 





IT'S INVISIBLE... 
...even in sling-type shoes! 
Forms fit either shoe. No 
problem of lefts or rights. 
Heel strap is held firmly in 
place. Easy to insert and 
nothing to dust. 

, Immediate delivery! 


$1.2 5 per PAIR 


Sample on Approval 
ROGER KENT (0... Plastics 


*Trade Mark Registered 
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ads such as those during the war which 
were concerned with the support and 
explanation of rationing and the sale of 
War Bonds. During the war Hahn’s 
editorials on the rationing problems did 
much to enlighten the local market.” 

Sample Hahn ads, showing the va- 
rious techniques used by the store for 
different purposes, were illustrated in 
the kit. Included also were photo- 
graphs of several of the Hahn stores, 
both exteriors and interiors, and the 
analysis pointed out how the organiza- 
tion utilizes the maximum of display 
space in order to carry its merchandise 
message to actual customers in the 
store and prospective customers pass- 
ing on the street. 

Quoting Harry Hahn, Jr., the study 
of Hahn advertising concluded with the 
statement, “‘We have always felt that 
with all of our good values and our 
splendid advertising, all we have to 
offer in excess of that provided by other 
shoe retailers is a little extra service 
and personal interest. Consequently, in 
advertising and within the store, we try 
to make our shoes taste a little better 
than the next fellow’s.’” 
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app COLOR ro your ran sHoes 


witn SF FF TUNE 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color—that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval. 


BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 
ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#1§ Medium Brown #28 Mahogany 

#18 Dark Brown #31 Wine 
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POtray, Pin 


Heywood 
Shoe 


To the finest shoe stores, 
the Heywood name 
means quality and good 
taste. Desmond’s of Los 
Angeles; Kleinhan’s of 
Buffalo; and Thayer Mc- 
Neil of Boston are three 
typical Heywood ‘outlets. 
Discriminating men have 
placed their confidence 
in Heywood since 1864. 


MADE BY THE 
HOUSE OF HEYWOOD 
IN WORCESTER, MASS, 


Makers of the Famous 


'" 


Matrix Shoes for Men 








Washington Newsreel 


[CONTINUED FROM PAGE 34] 


The resolutions passed by the six 
committees will be circulated through- 
out the entire group and a final set of 
recommendations will be presented to 
the Commerce Department. 

Basically, what Commerce hopes to 
achieve is to determine what it can do 
to aid and improve distribution and 
marketing techniques. Officials hope 
that such conferences, and the estab- 
lishment of industry advisory commit- 
tees, will result in the department being 
eble to find out just what the retail 
trade needs and what part the govern- 
ment should play. In the past, Com- 
merce division chiefs have had to de- 
termine for themselves just what indi- 
vidual trade and business groups should 
have, a system which is far from satis- 
factory. 


Chain Plans New Store 


MIAMI BEACH, FLA.—Setting a new 
record for store rentals on Lincoln 
Road, a lease which calls for $600,000 
minimum guaranteed rent in the aggre- 
gate, against percentage of gross saies, 
for a period of 20 years, has been sign- 
ed by Kitty Kelly Shoe Co. The space 
to be occupied has 50 feet on Lincoln 
Road and 80 feet on Washington Ave. 
The five story structure which will 


house the shoe company is under con- 
struction and occupancy is anticipated 
by Nov. 15. 


To Complete Store 
Remodeling 


ExLmira, N. Y.—Remodeling of the 
Hudson Shoe Co. store will be finished 
as soon as government regulations and 
the availability of materials permit. 
The upper part of the walls above stock 
shelves and the ceiling have been cov- 
ered with wallboard of the latest type, 
and fluorescent lighting has been in- 
stalled. An all-glass store front of 
modern design is yet to be constructed. 


Plastics Group to Hold 
New England Meeting 


MANCHESTER, VT.—The New England 
section of the Society of the Plastics In- 
dustry, Inc., will hold its annual meet- 
ing at Equinox House, Manchester, Vt., 
Oct. 17th and 18th. 

The New England Section of SPI con- 
sists of 76 firms engaged in manufac- 
ture and merchandising of plastics. In- 
vitations to the entire American and 
Canadian membership, over 600 firms 
and consultants, have been issued by 
the section through W. B. Wallace, 
Mack Molding Company, Arlington, Vt., 
conference chairman. ; 


Is Exporting Necessary? 
[CONTINUED FROM PAGE 52] 


This knowledge is not easy to come by 
in America, for we have not been a na- 
tion of exporters and consequently have 
a very limited number of people who 
really understand foreign markets by 
visits and study. Without knowledge or 
at least good advice it is best to keep 
out, for first shipments generally estab- 
lish reputations, and we will need an 
extra good reputation if we hope to dis- 
pose of our hundred million pairs a 
year. 


He Put His Foot in It 


PHILADELPHIA. — Patrolman Howard 
Fisher recently saw a man strolling 
along a street here with only one shoe. 
The patrolman became suspicious. He 
picked up the man, took him back to 
an automobile whose owner had report- 
ed someone had tried to break into it, 
reached through the broken window and 
picked up a size 12 shoe that lay inside. 

“Try this for size,” said the patrol- 
man. The man did and the shoe fit. 
Then the patrolman escorted the man 
down to the police station where he was 
charged with attempted larceny. 
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MASRA Directors 
To Meet 


PHILADELPHIA — President Franklin 
E. Zusi, of the Middle Atlantic Shoe 
Retailers Association, has called a meet- 
ing of the directors and members of 


the show management committee, to . 


be held at the Benjamin Franklin Ho- 
tel here, Monday, October 14, at 12:30 
P.M. Important matters of business 
are to be discussed, including details of 
the 33d convention and shoe mart, to 
be held at the Benjamin Franklin Jan- 
vary 19-21, 1947. All of the directors 
and members of the management com- 
mittee are urged to be present. 





Effective Layout— 
Fundamental of a Good Ad 


[CONTINUED FROM PAGE 50] 


a shoe, bald and alone, is nothing tu 
the reader who sees it but another pic- 
ture on a printed page full of them. It 
has none of the factors which advertis- 
ing illustrations should have: human 
interest, action, sellability. 

For action, the same shoe might be 
illustrated on a figure. The human 
illustration would supply action—and 
attention value. The presence of a man 
or woman in the picture would also 
supply human interest, for people like 
to look at people. 

And, by presenting the completed 
idea—the well dressed man or woman 
—the picture would have sellability. 
It would tell what the shoe did, its ad- 
vantages. It would sell the idea of 
Blank’s Shoe Store and the stock adver- 
tised. 

There is only one important rule re- 
garding typography, or choice of which 
type faces to use in an ad; type should 
be legible, and the combination of two 
or three different faces in the ad should 
harmonize (more than that number 
makes the message hard to read). 
There is nothing complicated about 
picking faces which belong to general 
families or groups. A good rule is to 
use one family of type, choosing the 
roman (upright) and italic faces for 
contrast. Avoid the use of very black 
types for extra attention-value; they 
seldom give it because the majority of 
black faces are illegible. 

All of these advertising rules add up 
to: (1) make the ad not only easy to 
read but also hard not to read; (2) 
snag the reader’s eye with good layout 
and illustration; (3) arouse his inter- 
est with a headline appealing to his 
basic buying motives; then (4) sell him 
with strong copy which likewise ap- 
peals to his basic buying motives, con- 
cluding with a “hook” to make him take 
action immediately. 
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No. 306—FAUST. Fin 
Kid Leather Uppers, 
Flexible Hard Leather 
Soles. Colors: Brown, 
Blue. Sizes: 6 - 12. 


$2.10 


No. 40i1— ZIPPER 
BSOOTEE. All Leather 
Uppers, Leather Collar, 
Flexible Hard Leather 
Soles, Regular Hall 
Sizes. Ceolers: Red, 





ON THE RISE 


GERDA’ 


ALL LEATHER 
CHILDREN'S SLIPPERS 


Here's a gala collection of ALL LEATHER 
SLIPPERS to send your child customer's spirits 
and your soles soaring! The rich variety of 
color appeals instantly to their young eyes. 
Their attractive all leather construction makes 
immediate friends with parents; result: Greater 
Profits for Gerda dealers featuring these out- 
standing values. An early order will enable 
you to brighten up your Children's Depart- 
ment in ample time for the long fall slipper 
selling season ahead. 


No. 301—OPERA. All 
Leather Uppers, Fiex- 
ible Hard Leather Soles, 
Fine Grain Leather, 
Regular Half Sizes. 
Colers: Brewa, Red, 
Blue. Sizes: Iafants’ 
5-8; Children’s 84-12; 
Misses’ 12% - &. 


$] -55 


TERMS: Net 10 days, F.0.B. New 
York. Minimum Order 18 prs. per 








“ane p-, An color — State Second Color Choice. 
$2.25 Regional Show OCTOBER-NOVEMBER DELIVERY 
Footwear COMPANY, INC. 
IMPORTERS © EXPORTERS 
158 DUANE STREET, NEW YORK 13, N. Y. 
Store Does Pre-Season New Orleans to Have 
Promotions Import- Export School 


ALLENTOWN, Pa—Wetherhold& 
Metzger is one of the shoe merchan- 
disers who believe in promoting certain 
types of footwear in advance of the 
normal season. Stadium boots were 
featured early in September. “But why 
in September?” inquired the heading of 
an advertisement. “—To make sure 
that you are snug and well-protected 
for games and other needs when cold 
weather arrives,” was the answer in 
the text of the ad. 


New ORLEANS — An import - export 
trade school, to teach the principles of 
overseas marketing, will be in operation 
this fall in New Orleans. Backed by 
International House, it will be called 
the Import-Export Institute. 

The course will cover two years, and 
will include, in addition to marketing 
principles, foreign languages, general 
business, and shipping procedures. 











DELIVERY NOW: 


Glamorous, 


Unbreakable Window Display Fixtures of 


TRANSPARENT PLASTIC 


No. 212-R. Shoe ceed, biog J a pair of 
women's shoes. Top, base are all 
clear Longe — erable ble top. i ah @ 
or 15" high. shoes firmly 
in position. rte qt 

tional buy! 


sive in size; 


high. A terrific stand! 


No. 712. Shoe stand for men's shoes. Mas- 
masculine in appearance. 
Holds a pair of men's shoes. Top, stem, 
base are all heavy-weight transparent 


plastic. Adjustable top. 9", 12" or i5" 
$6.75 


No. 106. 6-way spray display unit. A background of s 

kling splendor for shoes, bags or accessories. Six '/,"' siete 

glass circles bolted to graceful, heavy, clear plastic com, 
x 34" x 22" over all $37.50 


More than 30 New Items. Write for Catalog. 


Standard ‘si 


COMPANY 
1708 Delmer Boulevard, St. Louis 3, Mo. 








The Future of Britain’s Shoe Industry 


A NUMBER of extremely important recommendations have 
been made to Sir Stafford Cripps, president of Britain’s 
Board of Trade, by the “Working Party” for the boot and 
shoe industry. The Working Party, consisting of five em- 
ployers’ representatives and five nominees of the trade 
unions, together with five independent members elected by 
the government and an independent chairman, arrived at a 
significant measure of agreement. On a few points the em- 
ployers made reservations, but in its main essentials, the 
report goes forward as an expression of opinion from both 
sides of the industry. 

The purpose of these Working Parties, which are already 
busy in a number of other British industries engaged in the 
manufacture of consumer goods, is to examine various 
schemes for the improvement of the industry in both the 
home and foreign markets. Essentially the Working Party 
is a device for improving a section of the national economy 
which the government intends to leave under private enter- 
prise. 

The British boot and shoe industry provided a valuable 
field for investigation, since it was one of those to suffer 
severely from the cuts in production imposed during World 
War II. The number employed were reduced by one-third, 
and a number of factories were shut down. Now it is going 
through a process expansion, but is still suffering from a 
shortage of labor, particularly women. Moreover, the in- 
dustry has an extremely good record of industrial coopera- 
tion; for nearly half a century, unions and employers have 
been able to reach an agreement, and there have been no 
serious strikes. 

The Working Party proposes to carry this collaboration 


further by the setting up of a Shoe Manufacturing Services 
Board to consist of elected representatives of the employers 
and trade unions, together with an independent chairman 
and nominees of the firms responsible for the supply of raw 
material and of bodies concerned with research and design. 
Finances for the proposed board will be provided by a levy 
on all boot and shoe manufacturing firms. The board will 
be given power to collect proper statistics to survey the raw 
material resources and to carry out research into working 
conditions and promoting new designs. 

Significantly, the report lays down that the board will 
have no power to issue licenses permitting any particular 
firm to enter the industry, to assign quotas, or to impose any 
price rings. This ban on an attempt to create monopoly is 
important and is in accordance with the original definition 
of the purpose of the Working Party issued by Sir Stafford 
Cripps, in which he says that recommendations must not be 
such as to enable the two sides of industry to “gang up,” 
against the consumer for their own advantage. 

On the question of boot and shoe imports into Britain, the 
Working Party makes recommendations which have special 
interest, since Britain’s postwar tariff policy is still to be 
worked out. The report emphasizes the prewar effects of 
competing goods from such countries as Czechoslovakia, the 
United States, Hungary, and Japan, and suggests that in 
a few years’ time the Asiatic countries, in particular India, 
may be coming in the world markets. If therefore has reach- 
ed the conclusion that imports should be limited to quanti- 
ties and types of shoes which would stimulate but not 
depress the home industry, and that Britain should not low- 
er tariff barriers without securing corresponding advantages 
in export markets. 
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SELLING in the BEST DEALER CIRCLES 
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DISTINCTIVE SHOES FOR MEN 







It’s a natural combination for success! The Best 






Dealer Circles team up with CITY CLUB 


... the great shoe that’s styled for 






and nationally advertised to the 


Best Dressed Circle! What’s more, 







CITY CLUB follows through— 







in plus quality, fit that cinches 






repeat sales, and lasting good 






looks that always speak well 


for your store. Retailing at 






moderate prices. Get all the 






gains with CITY CLUB! 






Also CLASTON SHOES 
at lower prices 
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The popularity of 
Colonial’s original Cherry 
Coke Patent leather continues to 
grow as evidenced by the great vol- 
ume of national magazine and local 
newspaper advertising placed by 
outstanding manufacturers and 
retailers. 


COLONIAL TANNING 
~ COMPANY 
BOSTON 


*COLONIAL PATENT LEATHER 
Manufactured by 
Colonial Tanning Co., Inc. 
Boston 11, Mass. 
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There’s nothing as refreshing as 
cherry cohe—especially in 
patent leather* to add sparkle and 


spice to every costume. 
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Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Exhibition Space Sold Up for Shoe Fair 





Interest in Industry’s National Gathering in Chicago, October 27-31, 
Surpasses Previous, Necessitating Rejection of Many Applications 


CuHicaco.—With demand for display 
space by shoe manufacturers and whole- 
salers greater than ever before and the 
hotel situation exceedingly critical, the 
1946 National Shoe Fair, to be held 
here Oct. 27-31, nevertheless promises 
to surpass in interest, exhibits and mer- 
chant attendance any previous shoe 
trade gathering held in this city, which 
has been the most frequent meeting 
place of national shoe conventions and 
major shoe shows ever since World War 
I. More than 450 shoe manufacturers 
and other exhibitors will display their 
lines in four leading hotels of the 
famous Loop district; nearly 150 firms 
have been turned away because space 
was not available to accommodate them. 

Shoe Fair exhibits will fill four floors 
of the Palmer House, nine flocrs of the 
Morrison Hotel, five floors of the Hotel 
Chicagoan and four floors at the Sher- 
man Hotel, with a hundred additional 
booth displays in the exhibition hall of 
the Palmer House. To provide accom- 
modations for the thousands of retailers 
who will attend the Fair, practically all 
the sleeping room facilities in hotels of 
the Loop area have been reserved, and 
retailers planning to attend the show- 
ing who have not already reserved hotel 
rooms are advised by the management 
to make sure they will be provided for 
in this regard before leaving home. 

The National Shoe Fair, as hereto- 
fore, is jointly sponsored by the two 
major associations of the shoe trade, 
National Shoe Manufacturers Associa- 
tion and the National Shoe Retailers 
Association. The Joint Committee op- 
erating the National Shoe Fair, is rep- 
resented by five members of the Na- 
tional Shoe Manufacturers Association 
and five members of the National Shoe 
Retailers Association. Those repre- 
senting the retail group are: Edward C. 
Orr, Harold F. Volk, Harry E. Fontius, 
M. A. Mittelman and L. E. Langston. 
Representing the manufacturers are: 
L. B. Sheppard, Guy E. Manley, L. V. 
Hershey, Roger A. Selby and W. W. 
Stephenson. 

Joint luncheon meetings of the Na- 
tional Shoe Retailers Association and 





HOW TO RESERVE 
SLEEPING ROOMS 


Shoe retailers and others desiring to 
make sleeping room reservations for 
the National Shoe Fair, to be held in 
Chicago, October 27, 28, 29, 30 and 31, 
should address their applications to the 
Greater Chicago Hotel Association, 105 
West Madison Street, Chicago, Ill. 

Only applications for display room 
reservations are being handled at the 

office of the National 
Shoe . lecated in the Palmer House. 

The sleeping room situation in Chi- 
cago hotels is extremely critical, and 
retailers cre being advised to make 
certain of their reservations before they 
leave home. 





the National Shoe Manufacturers Asso- 
ciation are planned for Monday, Oct. 28 
and Tuesday, Oct. 29, with a."third 
meeting under consideration for Wed- 
nesday, Oct. 30. The complete program 
will be announced later. 

Registration of retail shoe men will 
be conducted in all exhibiting hotels 
with principal facilities located in the 
Morrison Hotel and the Palmer House. 
As in the past, no fee is charged for 
registration. The directories contain- 
ing a complete list of all exhibitors, the 
location of their exhibit, a schedule of 
program events are distributed to all 
registrants for the guidance of shoe 
men. 


Attendance at Guild 
Showing Sets Record 


New YorK—A record buyer attend- 
ance, present at the advance Spring 
openings of The Guild of Better Shoe 
Manufacturers, held the week of Sept. 
16 in the member firms’ showrooms, 
pleaded for additional pairage in the 
face of great concern over dwindling 
stocks of fine shoes. Buyers were fully 
aware of the acute leather shortage 
with quotas again strictly enforced by 
all Guild makers. 

[TURN TO PAGE 76, PLEASE] 
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Salvage Named 
NSMA Director 

New York—Louis H. Salvage, promi- 
nent New England manufacturer of 


women’s shoes, has been appointed a 
director of the National Shoe Manufac- 





LOUIS H. SALVAGE 


turers’ Association to fill the unexpired 
term of H. O. Rondeau, who recently 
passed away. The action was taken at 
a meeting of the board of directors of 
N.S.M.A., September 10, at the Waldorf 
Astoria, here. 

Mr. Salvage is president of the Foot 
Delight Shoe Corp., the Salvage-Mal- 
lory Shoe Co. and the Louis H. Salvage 
Shoe Co., all in Manchester, N. H., and 
the Merrimac Shoe Company, Lowell, 
Mass. 

Mr. Salvage is a former president of 
the New England Shoe and Leather 
Association for the years 1941-1944 and 
is now a director of the association. He 
is a former vice-president of the Boot 
and Shoe Club, Boston, and is also na- 
tional chairman of the Shoe and 
Leather Division of the United Jewish 
Appeal. 
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Opens New Store 


In Jamaica, L. I. 


Jamaica, L, I.—Harry Goodman, the 
proprietor of Harry’s Shoe Store at 
148-06 Jamaica Avenue for 14 years, 
has opened a modern shop at 149-16 of 
the same street. The new store features 
nationally advertised brands of men’s, 
women’s and children’s footwear. 

Mr. Goodman’s father was in the shoe 
business in Brooklyn for many years. 


Reservations Taken 
For Boston Show 


Boston, Mass.—All display rooms 
at the Hotel Statler available to firms 
planning to exhibit at the Boston Shoe 
Show during the week beginning Octo- 
ber 20 have been taken, according to 
an announcement made recently by 
Maxwell Field, who, as executive vice- 
president of the New England Shoe and 
Leather Association, is also manager 
of the show. 

“More than 200 companies have 
booked reservations at this hotel alone,” 
he said. “There are, however, some 
rooms available at the Copley Plaza 
Hotel where reservations may be had 
by writing the association at its head- 
quarters, 210 Lincoln street, Boston.” 


The buying attendance also is ex- 
pected to be heavy and Mr. Field guar- 
antees that all requests for sleeping 
rooms sent to him will be honored. 


The entire mezzanine floor at the 
Statler, which is the headquarters hotel, 
will be turned over to exhibits of firms 
in the allied trades, selling all kinds of 
shoe materials and machinery to shoe 
manufacturers. The fourth floor at the 
Hotel Statler is reserved exclusively for 
men’s shoe manufacturers, with leading 
New England men’s shoe lines on dis- 
play, in both the medium volume grades 
as well as in the highest price range. 
The fifth and sixth floors at the Hotel 
Statler will be filled with women’s shoe 
manufacturers from every important 
shoe center in the country. The ereat 
majority of New England manufac- 
turers of women’s noveltv and play 
shoes, selling the volume chain. iobber 
and mail order trades, who do not have 
Boston sales offices, are concentrated in 
this hotel. In addition are many other 
manufacturers, largely from New York, 
New Jersey and Pennsylvania. which 
produce children’s shoes and slipvers. 
as well as play and casual type women’s 
high-styled footwear. 

All New England shoe mannfacturers 
with sales offices in Boston’s famous 
shoe district will show their Spring 
lines to visiting shoe buyers in their 
offices. These companies were not 
assigned hotel display rooms because of 
the NESLA policy of reserving the 
hotel space for non-New England com- 
panies. 
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June Production Shows First 1946 Loss 
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WASHINGTON, D. C.—Production of 
shoes and slippers in June amounted to 
44,854,000 pairs with the value of shoes 
shipped placed at $126 million, accord- 
ing to figures released by the Bureau of 
the Census, Department of Commerce. 
The production figure represents 9.3 per 
cent loss from May, the first substan- 
tial decrease in monthly production 
since the beginning of the year. 

All classes of civilian shoes and slip- 
pers showed the loss. Production of 
men’s footwear totaled 10,634,000 pairs 
for June, 9.1 per cent less than May. 
Youths’ and boys’ footwear production 
reached 1,935,000 pairs, 10.4 per cent 


MISSES’ and CHILDREN’S 





IN STOCK 

FOR IMMEDI- 

ATE DELIVERY 

in attractive cartons 
designed to appeal to 
the younger set. 


Children’s in Red and Navy Color — Sizes 4-11 
Misses’ in Red, Navy or Brown — Sizes 12 -3 


* Lasted Like a Shoe on special Shearling Lasts 
with plenty of ‘Toe and GROW - R M” 

* Plastic Finished Electrified Extra-Deep Piled 

Shearling 

One-Piece vous 

Chrome -Tanned Padded Sole 

Strong Nylon - Stitched Seams 

Appealing Snug-Tip Styling protected under 

U. B Design Patent No. 142314 


from all Colt - Cromwell Warebouses 
Children’s Misses’ 
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less than the preceding month. Group- 
ing the two categories, however, this is 
still a 62.3 per cent increase over the 
same categories in June, 1945. 

Women’s and misses’ footwear pro- 
duction totaled 23,217,000 pairs and 2,- 
645,000 pairs, respectively, representing 
an 8.9 per cent loss in the former cate- 
gory and a 13.9 per cent loss in the lat- 
ter. Children’s footwear totaled 2,759,- 
000 pairs, a 13.1 per cent loss. The 
three groups together represent a 3.4 
per cent gain over June, 1945. 

Infants’ footwear reached 2,221,000 
pairs for June, a decrease of 10.9 per 
cent, while babies’ footwear totaled 
1,129,000 pairs, a loss of 3.2 per cent. 
Together the two groups show a 0.4 per 
cent loss from June of last year. 

Total production of military and non- 
military footwear for the government 
during June was 314 million pairs, a 
gain of 38.3 per cent over the preceding 
month and a loss of 94.2 per cent from 
June, 1945, 


Shoe Club Installs Officers 


New YorK.—Installation of new of- 
ficers was held at a dinner meeting held 
by the Shoe Club at Hotel McAlpin, 
Sept. 17. Benjamin Schwartz conducted 
the ceremony officially installing Abe 
Plotkin as the 1946-47 president. 

William Bressler, retiring president, 
was presented a gift of appreciation for 
his services during his tenure of office. 

Mr. Plotkin introduced the group’s 
other new officers. These are Barney 
B. Kimless, first vice-president; Charles 
H. Nahles, second vice-president; 
Joseph W. Schmidt, third vice-presi- 
dent; Milton Klein, secretary; Irving 
Karten, sergeant-at-arms; and Barney 
Fox, treasurer. The board of directors 
consists of D. S. Macdonald, William G. 
Monsees, Harry Deines, Benjamin 
Schwartz, Herbert Lehmann. John L. 
Jerro, Everit B. Terhune, George F. 
Knoche, Harold B. Gessner, M. J. Sachs 
and William Bressler. 

Diversion was furnished by Lenny 
Kent, entertainer, and Professor Kin- 
radi Leitrer, authority on telepathy and 
hypnosis. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 54] 


tion. The consequence of this is conniving, according to 
one manufacturer. As an instance he said “Suppose I know 
a friendly dealer in hides. If he is kindly disposed toward 
me he would let me take a car of his normal shipment of two 
or three cars, and immediately I would get it to a tannery 
who would favor me, and then I'd be able to keep afloat a 
while longer. This is the type of thing being fostered by 
these regulations.” 

All the men admit they are not magicians, and agree on 
the fact that unless they are to become so, they can’t make 
shoes under Government rules, and ultimately, unless some- 
thing is done to ease the situation, will have to go out of 


business. 
Chicago 


HAVING set a high record in cattle receipts during an un- 
controlled market, the Chicago stockyards promptly drop- 
ped to an all-time low when OPA ceilings were again estab- 
lished. Statistics show that during the week following re- 
establishment of controls, less than 2000 cattle arrived as 
against 7720 of a year ago, and the receipts of 1945 were 
considered extremely low at that time. Only a fraction of 
these went to the major packers and many were of decidedly 
inferior quality. While the chief interest of the public at 
the moment centers on the meat supply (or lack of it) which 
this represents, yet it also has its repercussions in the shoe 
industry. Tanners and manufacturers are more glum over 
the immediate outlook than ever before. 

Since ceilings are being raised on‘many imported leathers, 
manufacturers will be allowed to boost the price of their 
shoes. Goat and kidskins will be among the first of these, 
followed by cabrettas, sheepskins and several others. While 
this does allow a slight amount of light to filter into the uni- 
versal shoe gloom, yet it does not help the calfskin situation. 
Many manufacturers are turning to using more reptiles such 
as lizard, cobra, etc. However, these are all in the luxury 
category, and with ceilings on these being eliminated, it 
means that shoes of these leathers will zoom to higher and 
higher retail prices. The bulk of the public prefers calf, 
and certainly the availability of reptiles is of no help to 
the manufacturer of men’ shoes. 

OPA is still holding fast to its control of cattle hides. And 
with the ceiling established for the hundredweight price of 
cattle, farmers are withholding their herds from slaughter. 
So there is the rea] bottleneck. 

With so little activity at the stockyards, many thousands 
of workers have been laid off. Should these enforced “vaca- 
tions” continue any length of time, there is sure to be an 
adverse reaction in the retail field; with so many heads of 
tamilies drawing no pay, obviously their expenditures will 
be curtailed, and their economic condition will soon be 
reflected in a general diminution of retail selling. 


New York 


SHOE manufacturers here have been hard hit by the strike 
of 15,000 truck drivers. Until the first break on September 
17 the walkout virtually isolated the New York metropoli- 
tan area, halting all shipments in and out of New York, 

Brooklyn and parts of New Jersey. 
With each passing day more manufacturing operations 
were curtailed. An individual] concern’s ability to operate 
[TURN TO PAGE 83, PLEASE] 
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at the Palmer House during the 


NATIONAL SHOE FAIR 


We'd like to show you the “SPECIAL” . . . its 
tasteful, up-to-the-minute styling . . . its supe- 
rior performance. We'd like to demonstrate 


these outstanding features: 
SELEKTOR Control 
Lower, roomier step 
FULL-VUE eyescopes 
Exclusive shoe spacer 
Dynamikore power 


Whether or not you are interested in X-Ray 
fitting at present, it will be worth your while to 
stop in and see the SPECIAL, truly the “finest 
in X-Ray shoe fitting.” 
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X-RAY CO. 


° 
9507 $. HOWELL AVE. - MILWAUKEE 7, WIS, “Samm 




















It has bgen said that imitation 
is the sincerest form of flattery 
and we are willing to accept our 
many imitators on such a basis. 
However, the names STADIUM 
BOOT* and SUN VALLEY 
BOOT* have come to mean to the 
buying public leather boots con- 
structed by unique water - proof 
methods* and insulated to provide 
maximum comfort and warmth un- 





*Trad 
a. patented 





NOTICE TO THE TRADE 


der any and all weather conditions. 
We feel a deep responsibility to 
the public to see that the standards 
of quality and workmanship which 
have been synonymous with the 
names STADIUM BOOT* and 
SUN VALLEY BOOT*® are main- 
tained. Since there have been re- 
peated attempts recently to foist 
similar products on the trade un- 
der the general name STADIUM 


CONSOLIDATED FOOTWEAR CORPORATION 


MALONE, NEW YORK 


BOOT*, we serve notice that 
STADIUM BOOT* and SUN 
VALLEY BOOT* are trademarked 
names with their method of 
construction patented, and any 
other firm or person who uses the 
trademarked names STADIUM 
BOOT* or SUN VALLEY 
BOOT* to describe their product 
is guilty of infringement and sub- 
a to the penalties provided by 
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INDUSTRIES, Inc. 


39-45 W. 19th St., New York 11, N.Y. 
SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 


Named Head of Western Store 


CASPER, Wyo.—William A. Rader was 
eiected president of the stockholders of 
the Casper Commissary, one of the 
largest retailers of men’s, women’s and 
children’s shoes in Central Wyoming, 
at the annual meeting of stockholders. 
Other officers elected were Preston R. 
Riley, vice-president, and W. C. Currier, 
secretary-treasurer. Members of the 
board of directors for the ensuing year 
are S. M. McReynolds, Francis M. 
Brown and the new officers. 
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Attendance at Guild 
Showing Sets Record 


[CONTINUED FROM PAGE 73] 


The fifth in the five-showings-yearly 
program of the Guild, the specific shoes 
highlighted were resort shoes, early 
Spring models and evening footwear. 
Also in the group were some shoes for 
the holiday season, including evening 
models anda boudoir slippers. 

Although interested primarily in 
pairage, the buyers sought style since 
style leadership is again important in 
the retail shoe operation. Among the 
dominant style factors at the Guild 
lines were the high fashion status of 
the all-closed shoes, with every indica- 
tion that the sling remains the volume 
style; attention to dressy shoes on me- 
dium heels; marked interest in % and 
% inch platforms; and preference for 
shoes for the occasion. 

Although expressing some differences 
of opinion on the importance of indi- 
vidual styles, members of the Guild 
showed striking unanimity regarding 
basic trends. For example, there was 
general agreement that production han- 
dicaps had served as a stimulus to de- 
signers of quality shoes. To quote 
Benjamin D. Schwartz of Customcraft 
Originals, president of the Guild, 
“Fashion is often‘a product of condi- 
tions. Even the critical shortages have 
not impaired the creativeness of the 
Guild houses.” Irving E. Grossman of 
I. Miller & Sons, Inc., first vice-presi- 
dent of the Guild, said of the first 
severe post-war test of the Guild. “It 
has been a challenge to these makers 
to keep the consumer who wants better 
shoes supplied with a proper shoe ward- 
robe.” 

Another point on which there was 
general agreement was that daytime 
shoes will be simpler this Spring. Said 
Lou Schar of M. Wolf Sons, Inc., second 
vice-president of the Guild, “Simplicity 
in my opinion is the dominant style fac- 
tor.” Barney Fox of Fox Shoe Mfg. 
Corp. commented, “We are selling more 
untrimmed than trimmed models.” John 
Marino of Marino, Inc., on the same 
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subject said, “I believe bows are on the 
way out in a high style sense.” 

Most members of the Guild have 
stressed the point that patterns for 
Spring have been designed to make the 
best use of available materials. S. 
Cangemi of Cangemi, Inc., a director of 
the Guild, said, “We are concentrating 
upon styles which do not take too much 
leather.” 

On the subject of open vs closed shoes 
members of the Guild recognized the 
high style element in the all-closed shoe 
but expressed the opinion that slings 
would still be the volume pattern. 
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"Dates to Remember 


in Shoe Travelers’ 
Fe ae on Detroit, so 


Shoe Show, Ak-sar-ben Mac, Inc., Corn- 
husker Hotel, Lincoln, Nebr. 

October 19, 20, 21, 22, 

Shoe Show, New beg Shoe & 


Hotel Statler, 
Boston. wd 21, 22, 23, 24, 
Convention, National Shoe Tra 


Association, Morrison Hotel, 7. 
October 24, 

National Shoe Fair, Palmer House ee 
Morrison Hotel, Chicago, Ill. 

October 27, 28, 29, 30, 31, 

Northwestern National Shoe Travelers’ 

Association, St. Paul Hotel, St. Paul, 

November 2, 3, 4, 5, 


Hotel Statler, Buffalo, N. Y. 
November 3, 4, 
Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. 
November 3, 4, 5, 
Spring Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 
November 3, 4, 5, 
Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. 
November 3, 4, 5, 
Main Spring Openings, Guild of Better 
Shoe Manufacturers, Members Show- 
rooms, New York, N. Y. 
Week of November 4, 
Spring Showing, Pennsylvania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. 
November 9, 10, 11, 12, 
Spring Showing, Associated Shoe Trav- 
elers, Hotel Plankington, Milwaukee, 
Wis. November 10, 11, 12, 
Shoe Show, lowa National Shoe Trav- 
elers' Association, Fort Des Moines 
Hotel, Des Moines, lowa. 
November !!, 12, 13, 
Shoe Show, Southwestern Shoe Travelers’ 
Association and Texas-Southwest Shoe 
Retailers Association, Adolphus, South- 
land & Baker Hotels, Dallas, Texas. 
November !!, 12, 13, 14, 
Spring Showing, Mid-Western National 
Shoe Travelers, Paxton Hotel, Omaha, 
Neb. November 13, 14, 15, 
Shoe Showing, Ohio Shoe Travelers 


Club, Hote! Gibson, Cincinnati, Ohio. 


November 17, 18, 19, 
Spring Shoe Fair, Indiana Shoe Trav- 
elers' Association, Murat Temple, 
Indianapolis, Ind. November 20, 21, 
Annual Meeting, Tanners Council of 
America, Palmer House, Chicago, Ill. 
November 22, 23, 
West Coast Shoe Travelers Associates 
Shoe Show and Convention, Hotel 
Alexandria, Los Angeles. 
November 24, 25, 26, 27, 
Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
il. November 25, 26, 
33rd Annual Convention, Middle Atlan- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 
Leather Show, Tanners Council of Amer- 
ica, Hotel Commodore, New York, 
N. Y. March 11, 12, 


National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
April 27 to May |, 


York, N. Y. 
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Krippendorf Foot Rests & 
PREFERRED at 25 
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THE very young woman, who buys with her eyes only, 
may not fully appreciate the high quality of the Krippen- 


| 

| dorf Foot Rest Shoe. But from 25 on—the best buying 
years of a woman’s life—Krippendorf Foot Rests are pre- 
ferred. Styled to the minute—yet made for walking as 
well as for looking—Foot Rests bring repeat sales over a 
period of 30 years or more. Good shoes for your customers 


The Krippendorf-Dittmann Company 


Cincinnati, Ohio 


| —good business for you. 


New York Showroom: Marbridge Building 
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FOOT REST 


SHOES 


Foot Rests are moderately priced. 


“Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 
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Popular Price Shoe Men 
To Meet in Chicago 


A general membership meeting of the 
Popular Price Retailers Association will 
be held at 9:15 A. M,. Tuesday, October 
29th, at the Palmer House in Chicago, 
according to an announcement by Ed- 
ward Atkins, executive secretary of the 
association. The merchandise situation, 
problems of pricing and other matters 
of timely interest will be subjects of dis- 
cussion. Inasmuch as practically all of 
the members of the association will be 
in Chicago for the National Shoe Fair, 
a large attendance is expected. 


Choose Winner in Jarman 
Window Contest 


NASHVILLE, TENN.—The Werner-Hil- 
ton Co., St. Louis, was the winner of 
Jarman’s Custom Window Contest and 
received a $100 check. Men’s shoe de- 
partment manager at Werner-Hilton is 
C. C. Liebig. 

The winner was selected from a 
group of 30 finalists, all reported as 
submitting photos of excellent shoe win- 
dows. Two of the three judges were in 


agreement over first place. The dis- 
senting vote was cast for Barney’s Jar- 
man Shoe Store, 395 Fulton St., Brook- 
lyn. 

















THE ORIGINAL 
Often Copied . . . . . Never Equalled 


COLISEUM BOOT* ARENA BOOT* 


* Nationally Advertised 











® Brown Cowhide Uppers 

® Rich Shearling Collars 

@ Warm Fleecy Linings 

$6 25 ® Non-Skid Rubber Soles 5 75 
° ® Felt Insulated Platforms ° 

@ Secure Lockstitch Construction 

e 40 Below Protection 

® Ladies’ Sizes 4-9 


SHARE A PROUD RECORD OF PERFORMANCE 
BUY WITH CONFIDENCE 























ARENA 
Lace-Up Model 





COLISEUM 
Zipper Model 











MARATHON SPORTING SHOE CO., Ine. 116 DUANE STREET NEW YORK 7,N. Y. 










































wry _ UMPECO" pa || HANDY PRICE STICKERS for 
rouerss BUCKLES srass SHOES and CARTONS 
“MAKE GOOD SHOES BETTER" 100 to a perforated sheet; width 
Through to fit your typewriter 
@ PERFECT BALANCE STOCK NO. 12 sheets 
© GREATER STRENGTH Book of 1452 | 300 gummed and. pe. 





CEILING PRICE 


@ TROUBLE-FREE OPERATION 

















@ GRACEFUL EYE APPEAL mertors OH | 64.50 Paton Motors 
@ FINE DURABLE FINISHES mark 726 pairs. | oun race 00 
$4.50 2 books: $3.50 
Te Insure complete user satisfaction specify “‘Umpeco Buckles" ————————§ Check, M.O., or C.0.D. 
: g ° ’ Actual size 
Unique Metal Products 9 Engineering Co BOOT & SHOE RECORDER-Merchants Service Dept. 

















60 LISPENARD ST. NEW YORK 13, N. Y. 209 S. State St., Chicago, Ill. 











Active in Plans for West Coast Show Discusses Shoe Costs Before 
New Jersey Consumer Group 


New YorkK—“The Relationship be- 
tween the Cost of Shoes and Other 
Items of Wearing Apparel of Women” 
was the subject of a speech given Sept. 
21 by Benjamin D. Schwartz, of 
Schwartz & Benjamin, Inc., president 
of The Guild of Better Shoe Manufac- 
turers, at the Consumer Institute, spon- 
sored by the American Association of 
University Women. 

The shoe analysis by Mr. Schwartz 
was one of four topics presented by im- 
portant speakers at a day-long confer- 
ence, sponsored by the American Asso- 
ciation of University Women in cooper- 
ation with five New Jersey groups. 

Mr. Schwartz maintained that the 
price of a pair of quality shoes was out 
of all proportion when compared with 
other items of women’s quality apparel. 
“It is possible to buy the best pair of 
shoes for about $19,” Mr. Schwartz 
said. “What kind of a dress can you 
buy for that amount?” 

He compared the numerous, complex 

Les Angeles, Cal.—Committee workers of WCSTA, spon : : 
ase. oe Wh 86 ond SF, ct teed mn Standing. left to DR aoe Ra operations in the manufacture of a good 
Mercury Footwear, on the transportation committee; John L. Zingeimann, Aldrich pair of shoes with the cutting of a piece 
Corp., program committee; J. R. Thompson, Physical Culture Division of Selby 1, ‘loth into a dress, hat or gloves. 
Shoe, entertainment committee. Seated, left to right: C. J. Hutchinson, Roblee "© Making of a pair of shoes is of 
Division of Brown Shoe, entertainment committee chairman; Miss Mila Ware, *¥°h importance to you that unless your 
show fashion coordinator; Frank G. Foster, David-Franks of California, general hoes are right, they will affect your 
show chairman; Emil Goldman, Lester Pincus Shoe Corp., co-chairman; and well-being, your posture, and your gen- 
Harry R. Terhune, BOOT AND SHOE RECORDER, publicity. - eral comfort,” Mr. Schwartz said. 
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Leather—Rubber 
Shoe—Pacs 


$4.75 














Oiled-Tan Leather Tops 
Newest 12” Pattern 
Waterproof Rubber Bottom 
Full Sewn in Tongue 
Hooks and Eyes 

Rawhide Laces 

Cleated Soles & Heels 
Reinforced Throughout 


Packed in 24 pair lots in 
Following Size Scale 


678 9 10 11 


MARATHON SPORTING SHOE CO., Inc. 116 DUANE STREET NEW YORK 7, N. Y. 





GOVERNMENT SURPLUS 


dise Selected from Uncle 
Sam's Best and Offered at 
a Fraction of Actual Value 





Rubber Toe Caps 


(a)11122 1 1 





12 








4 Buckle Artics 
Rugged, Timely Merchan- (a) Cashmerette Cloth 
(b) All Rubber 


Husky Weight for Wear 
Rolled Edge Soles & Heels 
Traction Soles for Safety 


Vulcanized Construction 

4 Ladder Type Metal Buckles 
Packed 12 pairs to Case 

Following Size Scale for Each 


$3.30 
pr. 


>» 2.9 























To Discuss New Trends in Distribution 


Annual Boston Conference Will Hear Business and Government 
Leaders in This Country and From Abroad Tell How 
to Make It Most Effective 


Boston, Mass.—Business and govern- 
ment leaders from all parts of the 
United States and Canada, and from 
London and Switzerland will participate 





DANIEL BLOOMFIELD 


in the eighteenth annual Boston Con- 
ference on Distribution, Oct. 14-15, at 
the Hotel Statler. The discussions will 
center around the theme “Making Dis- 
tribution Most Effective.” Over twenty 
distinguished speakers will address this 
national forum which is under the di- 
rection of Daniel Bloomfield. 

One of the highlights of the confer- 
ence will be the address by the Honor- 
able Herbert Butcher, M.P., chief whip 
of the Liberal National Party in the 
House of Commons and vice-president 
of the National Chamber of Trade of 
Great Britain. He will discuss “Future 
Trade Relations Between Great Britain 
and the United States.” His appearance 
in Boston will be welcomed by many 
here for he is a resident of Boston, 
England, and is flying direct to the Lo- 
gan International Airport with greet- 
ings from the residents of that famous 
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English town. Another distinguished 
foreign visitor who will address the con- 
ference will be Gottlieb Duttweiler, a 
member of the Swiss Parliament and 
head of the Federation of Migros Co- 
operatives. The subject of his address 
will be “Merchandising with the People 
and for the People.” 

Other speakers include: Spruille 
Braden, Assistant Secretary of State; 
Winthrop W. Aldrich, chairman of the 
board of the Chase National Bank; B. 
Earl Puckett, president, Allied Stores 
Corporation; I. B, Babcock, president, 
Aviation Corporation; James Parton, 
promotion manager, Time-Life Interna- 
tional; Alfred Schindler, Under Secre- 
tary of Commerce; Dr. Karl T. Comp- 
ton, president, Massachusetts Institute 
of Technology; Dr. Allen B. DuMont, 
television pioneer; W. S. Fowler, vice- 
president, Western Union Telegraph 
Company; Marvin Bower, partner, Mc- 
Kinsey Company; Donald D. Conn, 
executive vice-president, Transportation 
Association of America; Dr. Charles F. 
Phillips, president of Bates College and 
editor of the Journal of Marketing; 
Arthur. Hays Sulzberger, publisher, 
New York Times; Raymond W. Miller, 
president, American Institute of Co- 
operation; A. C. Nielsen, head of the 
market research company which bears 
his name; Walter Mitchell, Jr., director 
of marketing service for Dunn & Brad- 
street; and N. H. Engle, Bureau of 
Business Research, University of Wash- 
ington. 

An unusual feature of the luncheon 
meeting to be held Oct. 15 will be a 
summary of reports on business condi- 
tions throughout the world to be pre- 
sented by C. F. Hughes, Business News 
Editor, New York Times. Cables and 
telegrams will be received at the con- 
ference from a score of New York 
Times’ correspondents not only from all 
principal cities in this country but as 








well from London, Paris, Amsterdam, 
Moscow, Stockholm, Chungking, New 
Delhi, Melbourne, Buenos Aires and 
Ottawa. 

The Boston Conference is sponscred 
by the Retail Trade Board, Boston 
Chamber of Commerce in cooperation 
with Harvard University Graduate 
School of Business Administration, 
Massachusetts Institute of Technology, 
Boston University College of Business 
Administration and the leading uni- 
versities and business organizations 
throughout the nation. 
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MEN'S FULL-FASHIONED 
SOCKS 


STYLE 8278/958. Of fine “Lastura™ 
mercerized lisle. Full-length. Shapely 
yet comfy. Dark colors: Black, cordo- 
|] van, grey, navy—packed solid to '/2- 
dozen box. Pastels: Maize, blue, beige 
—assorted to '/.-dozen box. Sizes: 10 


to (2. $19-5° Dozen. 


|| STYLE 8279/958. As above, but in 
|] ankle-length and with synthex-rubber 


tops. $] 0-5° Dozen. 
NET 30 DAYS 


FRIEDMAN stoscery cove 


319 Fifth Avenue. Hom York City 16 






























quantity xs: 
limit on orders. 
tatives. We invite your queries. 
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‘TEXAS 
A New line of Chil- 
dren’s Cowboy Boots 
of Superior Quality 
— Priced Low for 
Quantity Sales 


e Handmade throughout 
© Six colors and designs 
* Sizes 1% to 8 
© Made of soft calfskin 
© 30-day delivery 


This new cowboy boot, made to our own requirements by 
Mexican artisans, is built on an American last with a 
Coodyear welt. Leather lined in soft calfskin, elaborately 
worked and decorated, with pull straps, a square toe and 
high | heel. — white, black and blue in six color com- 

ig A quality shoe, but priced for 
Write for samples, or order direct. No 
Salesmen: Territories open for represen- 


Brownsville Importers 
1245 E. ELIZABETH, BROWNSVILLE, TEXAS 








*10”,. 


Less 2% 
10 days F.O.B. 
Brownsville 











OUR HEADQUARTERS—SHERATON BON AIR 


AUGUSTA, GEORGIA 


THE GREAT SOUTHEASTERN 
SHOE AND ACCESSORY EXHIBIT 


OVER 300 LINES ON DISPLAY 
NOVEMBER 3-4-5, 


SHERATON BON AIR HOTEL 


a «4 Augusta, Georgia! 
SOUTHEASTERN SHOE TRAVELERS, INC. 
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Shoe Man Heads 
Community Fund Drive 


MOUNT VERNON, N. Y.—Support of a 
community’s health and welfare service 
is part of the cost of doing business in 
that city, David Weisberger, president 
of the retail Weisberger’s Shoe Store 
here, declared this week in accepting 
chairmanship of a Community Fund 
drive, 

Mr. Weisberger was named head of 
the Board of Trade Division for this 
Westchester County city’s annual solici- 
tation. Under his direction, business 
men will visit all local business con- 
cerns in behalf of the city’s 15 “Red 
Feather” services in the most compre- 
hensive campaign ever undertaken here. 

“Enlightened business must ever be 
alert to community needs and problems 
and accept the principle that voluntary 
fair-share support of essential health, 
welfare and character-building services 
is part of the cost of doing business,” 
Mr. Weisberger said. 


Canadian Hide Stocks 
Show July Loss 


MONTREAL—Stocks of raw cattle 
hides held by tanners, packers and 
dealers were 537,770 at the end of July, 
compared with 547,419 at the end of 
June and 658,196 at the end of July, 


80 








1945, the Dominion Bureau of Statis- 
tics reports. This year’s July stocks 
were entirely of domestic origin, in- 
cluding 383,387 packer or small packer 
and 155,383 country hides. 

Calf and kip skins on hand increased 
from 489,269 at the end of June to 
539,599 at the end of July. Stocks of 
other types at the end of July in- 
cluded 67,454 dozen sheep and lamb 
skins (54,212 at the end of June), and 
299,592 goat and kid skins (308,190) 
and 17,238 horse hides (18,979). 


— 


Fort Wayne Store Expands 


Fort WAYNE, IND.—The C & H Shoe 
Co. store has completed its enlarged 
store, expanding into the two rooms at 
121 and 123 West Wayne Street, with 
A. T. Hardin and George W. Horber as 
managers. 

The new store has a selling space of 
38 feet in width and 70 feet in depth. A 
complete new modern front will be in- 
stalled as soon as materials are avail- 
able. The walls have been done in a 
warm gray with a light yellow ceiling 
and a completely new rug and colorful 
upholstered furniture have been in- 
stalled. Featured in the new store is 
the men’s shoe department, the ladies’ 
shoe section and a special department 
for handbags. A complete children’s 
shoe section will be added in the near 
future. 


Oklahoma Store 
Marks 50 Years 


DURANT, OKLA.—The Ben Siegel De- 
partment Store is celebrating its fif- 
tieth year here, having been founded 
September 3, 1896, when Mr. Siegel was 
still a young man in his teens. 

His first building was a 14 x 40 foot 
frame structure which he rented for 
$3.50 a month. He set up business with 
a stock of print goods, shawls, beaded 
slippers, half-soles, shoe laces, specta- 
cles and rat traps. The stock didn’t 
quite fill available space, so he added 
some groceries. 

The store grew with the country and 
Mr. Siegel does business today with 
such slogans as “The Oldest Merchant 
with the Newest Stock,” and “100 Per 
Cent Home Grown Institution.” He 
carries an extensive line of national 
brand footwear for men and women. 


I. Miller to Remodel 
Far West Store 


LonGc BEACH, CALIF.— Plans have 
been completed for the interior re- 
modeling and finishing of the shoe store 
of I. Miller at 507 East Ocean Boule- 
vard, Long’ Beach, Calif., to cost 
$10,000. 
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To Merchandise Shoes 
For Frederick & Nelson 


SEATTLE, WASH.—Effective Oct. 1, 
Kirtley E. Black succeeds Osborne C. 
Miller as divisional merchandise mana- 
ger for men’s, women’s and children’s 


KIRTLEY E. BLACK 


shoes at Frederick & Nelson, Seattle, 
Hector Escobosa, general manager, has 
announced. 


Mr. Black, who served as a captain 
of intelligence with the 9th Army in 
Germany during the war, joined Fred- 
erick & Nelson as assistant merchan- 
dise manager of the shoe division in 
February of this year. Before the war, 
he was engaged in sales and merchan- 
dising work for seven years with the 
International Shoe Company, St. Louis. 

Mr. Miller has joined the Neusrala 
Brown Shoe Company, St. Louis, as 
vice-president and buyer of the shoe 
chain. 


Sees 40 Per Cent Drop 


In Leather Deliveries 


New YorkK—Shoe production in July 
and August has been maintained at 
relatively high levels because of leather 
shipments received during the period of 
uncontrolled hide and leather prices in 
July, but severe reductions in leather 
deliveries during the balance of the 
year are anticipated by John H. Patter- 
son, National Shoe Manufacturers As- 
sociation economist. 


Tanners’ Council estimates point to 
production of 39 million pairs for July 
and 44 million pairs for August, but “a 
sharp drop must be anticipated and 
the monthly production of 50 million 
pairs in April and May will doubtless 
stand as all-time highs for many 
months to come,” Mr. Patterson said in 
a raw materials outlook report deliv- 
ered to the board of directors of 
NSMA. 


“A reduction in leather deliveries of 
40 per cent below the levels of the first 
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“The Spotlights Ou 
CUDDLERS 


RADE MARK 
These comfy colorful 
CUDDLERS are cute 
as a bunny—and 
multiply your 

sales just as 


rapidly! 


PATENTED ONE PIECE 


LPPERS eliniunats 


back seams (Pat. No. 2,389,554) 


Bunny's head integral part of upper 


mot just stitc hed on 


e Finest quality electrified shearling 


e NYLON Stitching throughout 


e Genuine leather soles 


lamb’s wool insoles 


e THE bunny slipper that assures SHOE SIZE FIl 


@ Attractive individual gift boxes 


CUDDLERS COLORS: Natural, Reyal Blue, Red, Pink, Wine 


Baby Blue. 


SI.95 
- eeF eR ner pai 


* SIZES 410 8* Sto 12 


r 6 pr. to cane asserted sices 


NEWSPAPER MATS FURNISHED 


de quality product originated by 


NATIONAL SLIPPER CORP. 


1416 WEST 26th STREET . 


four months of this year appears likely 
at the present time,” Mr. Patterson 
said, “taking into consideration that 
tanners’ stock of raw hide inventories 
have been reduced to a minimum, that 
livestock slaughter for the balance of 
the year will probably be lower than 
for the corresponding period last year 
and that at least a month’s production 
is likely to be lost in dealers’ and pro- 
ducers’ pipelines due to their reluctance 
to sell at the current ceiling prices.” 
Mr. Patterson pointed out that it is 
still too early to judge effects of re- 
vival of livestock controls on marketing 


NEW VORA If. N. ¥. 


of cattle. Should slaughtering opera- 
tions continue at current low levels, he 
looks for reduction in leather deliveries 
even below the 40 per cent figure. “The 
increase in ceilings from 18 to 20%, 
which Secretary Anderson directed 
OPA to put into effect, should lessen 
the temptation to withhold livestock 
from markets,” Mr. Patterson said. 

“The supply outlook for other types 
of leather is little if any better than 
for cattlehides,’” Mr. Paterson said, 
“and the possibility of supplementing 
the supply of cattlehides by importing 
leather or hides is very poor.” 
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EVENING SLIPPERS 
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HOSTESS—EVENING SLIPPERS 


Tinsel Braid — Chrome Leather Sole 
Elastic Sling 
Back 
Immediate 
- Delivery 


—~_" 





Gold, Silver and Black/Silver 

Gold Multi and Silver Multi 

Gold with Black, Red or Blue 
This slipper also available as follows: 

No. 216 With criss-cross vamp only — $3.08 
No. 220 With two strap vamp — $3.08 
Minimum Order 18 prs. of a color 
State Second Color Choice 
Sizes. 4-9, Full Sizes Only 
Medium Width 


J. & S. SHOE CO., INC. 
26-42 Jackson Ave., Long Island City |, N. Y. 
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STORE EQUIPMENT 


£9 eet 





size. Equally cffec- 
tive and a necessity 
for open or closed 
toe shoes 


RETAIL 


$3.50 


Made of Hardened 
Aluminum 
Fit Any Size 0 to 12 


Patented 
TERRITORIES OPEN EVERYWHERE 
For Full Particulars Write 


B. J. CLAUSEN 


6327 Plaska Ave. Huntington Park, Calif. 
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Detroit Show Attendance 
High—Stocks Low 


DETROIT, MICH.—The September Shoe 
Show, held by the Michigan Shoe Tra- 
velers Club in the Hotel Statler, drew 
heavy crowds—among the largest in 
memory for a monthly show—but ac- 
tual selling of shoes was at low ebb. 
The reason was, of course, the grave 
shortage of footwear in virtually all 
fields. 

So heavy was the attendance, how- 
ever, that it was decided to extend the 
October showing from the two days 
scheduled to a full three-day showing 
to accommodate the larger crowds ex- 
pected, just in advance of the annual 
Shoe Fair in November. 

Attendance this time was notably 
from upstate shoe retailers, with some 
coming from as far as Sault Ste. Marie 
in the Upper Peninsula. 

Reports of travelers indicated practi- 
cally no shoes available in the men’s 
and children’s fields, with shoes here 
critically scarce and being handled al- 
most entirely on a quota basis still. 

Supply of women’s shoes was much 
improved by comparison. Demand for 
colors was notable, but there were no 
distinctive trends, for the simple rea- 
son that anything shown was in de- 
mand. Preference was for smooth 
leathers, with black calf leading, fol- 
lowed by brown calf. Gabardines and 
then suede trailed the list. 


New Butler Store 
Opened in Birmingham 

BIRMINGHAM, ALA.—The finest in the 
growing Butler chain of retail shoe 
stores is Butler’s new store in Birming- 
ham, which was opened for business the 
30th of August. This new store is lo- 
cated at Third Avenue and 20th Street. 
The highlights of this store are the un- 
usual interior and exterior window 
treatments. The layout is most un- 
usual, with ample floor space and a very 
large stockroom space. 

Its personnel is composed, along.with 
local people, of veteran Butler em- 
ployees who were brought in to give the 
people of Birmingham the proper But- 
ler service which the company strives 
to give its customers. Charles Hudson, 
a veteran Butler manager of 15 years’ 
experience who is thoroughly familiar 
with the retail shoe business, and espe- 
cially the Butler system, has been 
brought to Birmingham to manage this 
unit. The lineup of shoes for this store 
covers the price field thoroughly. The 
company has made a substantial study 
of the types of shoes wanted in Bir- 
mingham in order to serve the trade 
efficiently. 


Ohio Group Points 
To Cincinnati Showing 


CINCINNATI, OHIO—An outstanding 
event in the shoe industry has been 
assured for Cincinnati on November 17 
to 19 at the Gibson Hotel with the an- 
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. *STADIUM BOOTS* 


SE, 6 Oe 





ORIGINAL 
*Trade Mark Reg. U. S. Patent Office 
Exotically Beautiful 





LEOPARD 


Leopard Skin Motif 

Water Repellent Velvet Uppers 
Rich Shearling Collars 

Genuine Alpaca Linings 
Non-Skid Rubber Soles 
Felt-Insulated Platforms 

Secure Lockstitch Construction 
40° Below Protection 

Ladies’ Sizes 4-9 


CO-STARRING 
* SUN VALLEY BOOTS * 
Same Exclusive Features except 
Cute Trimmed Lace Fastenings 
No. T 412 Leopard, Alpaca Lined.... $6.85 
No. T 305 Bik. Velvet Shearling Lined $6.50 








MARATHON SPORTING SHOE CO INC 
116 Duane St., New York 7, N. Y 





nual Spring Shoe -Fair sponsored by 
the Ohio Shoe Travelers Club. 

Ira Longini, convention chairman, 
has announced that many outstanding 
national lines have already reserved 
space at the show. Many manufac- 
turers have come to recognize Cincin- 
nati as a natural place to exhibit be- 
eause of its location. The city is a 
trade center for a wide surrounding 
area because of the transportation fa- 
cilities available. This area includes all 
of Ohio, more than one-half of West 
Virginia, more than one-half of Ken- 
tucky and a large portion of Indiana, 
Tennessee and Georgia. 

The Shoe Fair this year, held under 
the auspices of the Ohio Shoe Travelers 
Club, will be a three-day affair. There 
will be a general meeting of the club 
on Saturday, November 16, and a 
dinner-dance will be held during the 
show on Monday evening. 

Space available for exhibitors can be 
secured through Lester H. Abrams, act- 
ing secretary, Hote] Statler, Cleveland. 
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Manufacturing and Markets — 


[CONTINUED FROM PAGE 75] 


hinged on the abundance of its stocks on September 3, when | 
trucks stopped rolling. Thus, one plant’s production was 
curtailed through lack of cement, another through lack of 
tacks, another through a shortage of shanks. A last factory 
had to stop turning operations because of inability to secure 
blocks. One quality manufacturer whose normal production 
js 400 pairs daily estiznated the loss of 1000 pairs in the first 
nine days of the strike. A wood heel maker in Brooklyn 
was unable to send a single shipment to heel-starved manu- 
facturers in Manhattan. 

David Cohen, president of the Shoe Board of Trade of 
New York, reported all of the group’s member firms serious- 
ly affected. “Receipts of merchandise deteriorated from day 
to day,” Mr. Cohen said. “The strike, coupled with the | 
leather shortage, resulted in a damaging blow to already 
decreased production.” 

Local plants belonging to the National Slipper & Playshoe 
Manufacturers were likewise affected, according to Harold 
Gessner, president. He reported many firms had ceased cut- 
ting operations. Some of those fortunate enough to have an 
abundance of materials had to curtail production because 
of lack of storage space. 

Many manufacturers believe that the real effects of the 
strike would not be felt until after its conclusion, and pres- 
ent conditions bear out this view. 

Cancellations of footwear slated for back-to-school sales 
were received by wholesalers, according to Sidney Thalheim, 
president of the New York Shoe Wholesalers Association. 
As the representative of various other wholesale groups in 
the city, Mr. Thalheim conferred with Mayor O’Dwyer who 
assured Mr. Thalheim that he was doing all in his power to 
bring the strike to a speedy conclusion. Mr. Thalheim ex- 
pressed the opinion to the mayor that “New York merchants 
seem to be penalized one way or another.” Higher wages, 
higher operating costs, and the frequency of strikes, Mr. 
Thalheim declared, make it all the more difficult for New 
York manufacturers and wholesalers to compete with firms 
in other cities. 





Store Move Adds to Sales 


St. Paut, Minn.—The Schoettly Vitality Shoe store has 
moved from its former location to 114 East Seventh Street, 
in the Bremer Arcade Building, one of the best business 
spots in the city. 

“We have tripled our business. Yet, we were fifteen years 
in our former location and built up an excellent clientele,” 
said E. J. Schoettly, manager of the store. “These old cus- 
tomers have remained with us, and in addition, we are get- 
ting many new ones. We are appealing to the latter group 
by stressing high styles in our window displays (black 
suedes with open toes and heels, black suedes with gabar- 
dine, strap pattern) to catch their attention as they pass our 
windows. 

“We are careful not to crowd the displays in windows, 
finding that results are better if we concentrate attention 
on fewer shoes.” 

Mr. Schoettly has been in the shoe business in St. Paul 
for the past forty years, was fogmerly associated with the 
Sorenson Shoe Company. 

The new shop has been furnished with new chairs and 
new carpets. Stock is open with island shelving at the rear. | 
Mr. Schoettly reports that business in men’s shoes is al- 
most unbelievably high in the new location, due, he believes, 
to the location on a heavy traffic corner. A children’s de- | 
partment has been added and is experiencing excellent sales. | 
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The Silent Salesman 


you'll proudly put to work! 


Hollywood took your point-of-view in design- 
ing a new counter display. You asked for some- 
thing smart and attractive . . . in keeping with 
your store. You wanted a self-dispenser that 
would sell more ... and save time for your shoe 
‘salesmen. Well, here it is! 


In stained antique walnut with a distinctively 
stained-glass front, this display carries 24 jars of 
the famous Hollywood Bootmakers Stain Polish. 
There are four compartments, each to hold a dif- 
ferent color stain. 


Hollywood offers this new counter display with 
a minimum order of the fast-moving, nationally 
advertised Hollywood line of quality shoe pol- 
ishes. These displays are limited so, place your 
order now. 





CONTAINS 
“LANOW AX" 








HOLLYWOOD SHOE POLISH, INC. 


107-35 Van Wyck Blvd. Richmond Hill 19, N. Y. 








You are cordially invited to visit us at the | 





National Shoe Manufacturers Show 

Tth floor lobby—Hotel New Yorker 

Sept. 29, 30, Oct. 1, 2, 3 | 

Salesmen in attendance 

Manny Epstein Sam Felton ||| 

Morty Goldstein Abe Gurtov 
Irving Sternberg 
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WOMEN'S D'ORSAYS 


1 ie | 


WOMEN'S KID D'ORSAY 


Smooth Kid Leather Uppers 
Flexible Hard Leather Soles 





Size: 4-9, Full Sizes Only 
Medium Width 
Colors. Blue, Brown, Wine, Black 
Minimum Order 18 pairs of a color 
State Second Color Choice 
Sept.-October Delivery 


J. & S. SHOE CO., INC. 


26-42 Jackson Ave., Long Island City |, N. Y. 
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DUCK BOOTS 


sre 


DUCK BOOTS 


FOR OUTDOORS 
FOR HEAVY DUTY 
© Goodyear Welt Construction 
©@ Waterproof Leather Uppers 
© All weather Cord Soles 
® Also No. 3960—Brown Elk 

Uppers 


QUANTITY LIMITED 
ORDER NOW 


$4.15 


pair 


- 
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Store’s 93 Years See Shoe Making History 


This modern shoe store in Monroe, Mich., had its beginning 93 years ago when 
Emmanuel Yaeger, grandfather of the present proprietors, opened a shoe store a 
few years after he settled in Monroe in 1846. Located at the same place for 92 
years, the store has literally lived the history of modern shoe making. 


MONROE, MICH.—Yaeger’s new shoe 
store, 14 South Monroe Street, provides 
additional space and a modern setting 
for the retail shoe business conducted 
by the third generation of Yaegers. 
The first floor, reached through a mod- 
ern glass tile entrance, is divided into 
two sections, one for women’s and chil- 
dren’s shoes and one for men’s foot- 
wear. A stairway leads to the base- 
ment, where lower priced shoes are on 
display. 

Emmanuel Yaeger, grandfather of 
the present proprietors, came to Monroe 
in 1846 from Germany, where he had 
learned the shoemaker’s trade. He 
formed a partnership with the late Ed. 
G. J. Lauer, also a shoemaker, and they 
opened a store at Front and Monroe. 
A year later they moved across the 
street, where the store was destined to 
remain for 92 years. 


Several years after the business was 
founded, Mr. Yaeger bought out Mr. 
Lauer’s interest and carried on alone. 

Two sons, Frank J., father of the 
present proprietors, and Edmund A. 
Yaeger, were subsequently taken into 
the firm, the elder Mr. Yaeger remain- 
ing active until his death about 1900. 


The store was known as Emmanuel 
Yaeger’s Sons until 1923 when Frank 
bought out Edmund’s interest and in- 
corporated as Frank J. Yaeger’s Sons. 
Frank Yaeger remained in the firm 
until shortly before his death in 1930. 
It is now operated by his three sons, 
Edwin W., Norbert F. and Leo E. 
Yaeger. 

Many changes took place both in the 
manner of conducting the shoe business 
and in the store itself in the 92 years 
it remained at 2 West Front. The 
building burned in 1885 and was re- 


built, after which it was enlarged sev- 
eral times. 

Metal plates on the floor at the rear 
testify to the days when shoemakers 
worked at their lasts, held between their 
knees, and their own shoes wore deep 
holes in the wooden planking. Em- 
manuel Yaeger, himself a shoemaker, 
employed others of the craft to the 
number of half a dozen to supply cus- 
tomers with boots and shoes. 

When the store first opened all its 
products were locally made, from chil- 
dren’s shoes to heavy boots for farmers 
and woodsmen. In preparing the re- 
cent move a pair of hand-made shoes, 
ordered by a customer whose death oc- 
curred before he wore them, was found 
in the basement. They were the last 
ones made in the store, around 1915. 

Ladies’ and men’s shoes in those 
days were durably made, many cus- 
tomers specifying copper toes. It was 
not until 1875 or so that factory-made 
shoes were handled, being purchased in 
dozen lots, all tied together, and in 
full sizes only. These first readv-made 
shoes were laced, but later buttoned 
footwear became popular. Ready-mades 
eventually ended the hand-made variety. 

Rubber footwear, now a staple line, 
began about 50 years ago, the first ones 
being heavy felt boots for farmers with 
with rubber soles. Now rubber sports 
shoes and light weight overshoes con- 
stitute a large part of the store’s stock. 
Women’s shoes have undergone the 
most rfldical changes. 

Three-fifty was the standard price of 
women’s shoes and the elder Mr. Yaeger 
viewed with misgivings the offerings of 
a salesman who persuaded him to stock 
a $5 line. Styles never changed in 
those days. a stock of shoes being sal- 
able until it was depleted. 
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“BOWL OVER” ALL COMPETITION 
LADIES' BOWLING OXFORDS 


Three Smart Colors:— 
No. 730—Red No. 731—Black 
No. 733—Brown 


Immediate 
Delivery 


20 


PAIR 


with 


PRIMEX 


Supply 
Limited 
ORDER 


Suedine Uppers 
Leather Trim at Eye- 
lets and Toes 
Right Shoe, White 
Rubber Sole and 
Rubber Heel 
® Ventilated Sides 
Canvas Lined 
e Full Leather Bound 
Added Strength 
Left Shoe, Leather Sole and 
Rubber Heel 


The PRIMEX platform is 
but 8'4" high— more than 
one third lower than old 
style shoe fitters .. . an 
easy, safe step for every- 
body from children to 
plump, elderly grown-ups. 


Send for Circular B 


—always a STEP ahead 


Palit 


aor Veoker Cons Muaelhisdiiiiie le 


Check these extra 
FEATURES 


Compact Size 

Mischief Proof 

Wide Platform 
3-Ray Controls 
New X-Ray Unit 


2-YEAR GUARANTEE 


for 


Sizes: 4 te 9 








EQUIPMENT CO. 
135 So. ba Salle St. 
Chicago 3 

















The store was lengthened several feet 
and a large archway framed with six- 
inch widths of mirror was built at the 
entrance to the stock room. Back and 
front walls are now covered with a 
striped wallpaper of coral rose, olive- 
green and white. Sidewalls are covered 
with Oriental wallpaper representing a 
Chinese village. Wall corners are 
curved and set-in shadow boxes in- 
stalled. A new handbag bar and fluor- 
escent light fixtures have been added. 
A new front is also planned, according 
to the owners. 
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Detroit Shoe Men 
To Appear in Broadcast 


Detroir.— Opening night of the 
Michigan Annual Shoe Fair, on Mon- 
day, November 4, will feature a broad- 
cast quiz with shoe men as participants. 
Appearance will be on the famed “Quiz 
of Two Cities,” aired over WJR here 
and WGAR in Cleveland. 

The Detroit panel will be made up of 
members of the Michigan Retail Shoe 
Dealers Association and the Michigan 
Shoe Travelers Club, while a represen- 
tative panel of Cleveland shoe men will 


CLEMENTON, N. J.—When a New Yorker goes rural he does it in a big way. At 
least such is the case of Jack Frost, formerly of Brooklyn, shown with his wife, 
Sylvia, in front of the remodeled Jack Frost shoe store in Clementon, N. J., popu- 
lation, 2000. Mr. Frost started in Clementon with one store, purchased the store 
next to it and combined the two with this eye-catching front. The Frosts have a 
modern apartment in the rear of the stores and the top floors are rented out. 
Combining the two stores has allowed much room inside for chairs and stock. 





Wisconsin Store Remodeled 


Waupun, Wis.—After being closed 
for three weeks during August the 
Rothenbach Shoe Store reopened after 
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a complete modernization program was 
undergone. The new design was exe- 
cuted by the owners, Mrs. Josephine 
Rothenbach and Mr. and Mrs. Wallace 
Salzman. 


also be assembled. The Detroit panel 
will broadcast right from the floor of 
the Shoe Fair in the Hotel Statler here, 
according to Leonard Hack, president 
of the Detroit retail group. 
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“EMERSON ELITE” (B 6) 
Beautiful — Strong— Shoe Horn of 





Lucite or Plexiglas—5” long. 
Assorted Colors 
$39.60 per gross 


EMERSON PLASTICS CORPORATION 
202 East 38th St., New York 16, N. Y. 











MOCCASINS 





BROWN SMOOTH RETAN SPLIT 


MOCCASINS. 
westrock IMMEDIATE DELIVERY | 
MEN’S 6-11, BOYS’ 1-6 
WOMEN’S 4.9 
$2.75 | 
Net F.0.8. Phila. 

Minimum Order 18 or 36 pairs. 
* 4 Eyelets * Reinforced Plug 
* Orthopedic Sole 


KRISCHER-KLINE SHOES 


34 No. 4th St. Phila. 6, Pa. 
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MEN'S SLIPPERS 
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ALL LEATHER MEN'S OPERA 


Ne. 402 ' 
- Sizes: 6-11, 7-12 


24 pr. min. 
Colors: Brown, Block 
Also in Everetts at $3.25 


SELBURN SHOE CO.., Inc. 
153 Duane Street New York 13, N. Y. 


July Production 
At New Low 


WASHINGTON, D. C.—Shoe and slip- 
per production in July amounted to 
36,887,000 pairs, according to prelimi- 
nary figures released by the Bureau of 
the Census, Department of Commerce. 
The figure, an 18 per cent loss from the 
44,957,000 pairs produced in June, is a 
new low for the current year. 

Women’s footwear, which represents 
51 per cent of the total output, totaled 
18,765,000 pairs, 19 per cent less than 
June. Output of men’s footwear reached 
9,331,000 pairs, 12 per cent less than 
June production. 

Part of the loss can be traced to Sum- 
mer vacations during which time many 
manufacturers reported plants com- 
pletely or partially closed, according to 
the Department of Commerce. All cate- 
gories sustained losses, ranging from 
12 per cent to 50 per cent. 


web 
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GIRLS' STURDY, DURABLE 

COWHIDE MOCCASINS 
grok —_—" 

$2.15 

per pair 


Immediate 
Delivery 


Sizes: 4 to 8, 5 to 9 
Other Type Moccasins In Stock 


CONJOR SHOE COMPANY 
287 Broodway New York 7, N. Y. 




















Group Confers on Hides with CPA Official 


No Ceiling Increase in Hides, CPA Administrator Declares; Group 
Sends 10-Man Committee to Washington 


New York. — Seventy-five manufac- 
turers, representing the Shoe Board of 
Trade of New York, the National Asso- 
ciation of Slipper & Playshoe Manufac- 
turers, and the Stitchdown Shoe Manu- 
facturers’ Association of New York, 
met at the Roosevelt Hotel, Sept. 17 
with John W. Lake, head of the Leather 
and Leather Products Division of CPA, 
in an attempt to find the means to bring 
a larger flow of cattle to market as the 
first step toward an abundant supply of 
hides. 

A committee of ten men was appoint- 
ed to meet the CPA officials in Wash- 
ington on Sept. 24 and the group dis- 
cussed plans to encourage similar man- 
ufacturing groups in the Pennsylvania, 
New England and St. Louis areas to 
join the New York delegation in pre- 
senting the industry’s case. 

Mr. Lake, who assured those attend- 
ing of the cooperation of his office, told 
the meeting that he did not recommend 
an increase over the current 15% cent 
ceiling, believing there is no justifica- 
tion for such an increase. His state- 
ment gave further authority to that of 
Paul Porter, OPA head, who last month 
flatly declared increases would not be 
forthcoming, that “the ceiling price set 
by OPA for hides adequately covers any 
cost of separating the hides and pro- 
vides a margin of profit in addition.” 
Mr. Lake-did-say, however, that he had 
taken a stand opposed to government 
restrictions on imported hides, skins 
and leather and products made there 
from. “No segment of the industry 


should be called upon to absorb in-. 


creased costs,” Mr. Lake said. “The 
cost of the raw material should deter- 
mine cost of the product.” 

Answering a question as to the proba- 
bility of. return of style restrictions, Mr. 
Lake said that CPA did not wish to 
maintain itself in business. Less, not 
more, restrictions are needed, he de- 
clared, a statement the audience greeted 
with enthusiasm. 

Mr. Lake declared he thought it 
would be early Spring of 1948 before 
shoe industry operations returned to 
normal. Department of Agriculture 
estimates of a 6 million cattle slaughter 
for the October-December quarter are 
too optimistic, he averred. If slaughter 
during coming months reaches a month- 
ly level of 1,800,000, the hide situation 
will be eased, Mr. Lake said. 

The ten man committee to confer 
with CPA officials in Washington is 
composed of three representatives from 
each of the three groups that attended 
the meeting. Representing the Shoe 
Board of Trade are Morgan Grossman, 
Morris Delman, and David Cohen, presi- 
dent of that group. For the Stitchdown 
Association are Max Bregman, Jerry 
Burke and I. Hoffenberg, president of 
that group. Representatives of the 
Slipper & Plavshoe Association are 
Fred Diamon, Philip Sobel and Harold 
Gessner. Ben Seligman, legal consultant, 
is the tenth member. 


Remodel Shoe Salon 


Houston, Texas—The Smart Shop 
has remodeled its shoe salon. 
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COMPACT 
COUNTER 












Many other suggestions of 
SMART... TIMELY... 
EXCITING . . . PROMOTIONS 
for store interiors and windows 








Graphically illustrated in our 
new catalog 
e 150 BEAUTIFUL DESIGNS 
e75 “HOW TO USE” SUG- 
GESTIONS 


Illustrated is one of the two 
“Early American Christmas” 
Comuras (Commercial aed 

No. X-158. Size: 30” x 60” . 
12 flat and half-tone colors... 











DISPENSER 


Stops and 
Sells! 


Quintone products sell themselves in this smart 


blond-finished wood dispenser. 


(Size 9” x 12”) 


Builds turnover at your shoe polish counter— at 


NO EXTRA COST to you- 





FREE 


ao ei silk screen processed . .. Sold 
WRITE FOR in pairs only. ..$9.75 the pair. 
YOUR COPY 

TODAY Just one in a large series of 


fine designs to lend a colorful 
atmosphere for the presenta- 
tion of winter merchandise. 


Free 





W. L. STENSGAARD AND ASSOCIATES, INC. 
336 NORTH JUSTINE STREET + CHICAGO 7, ILLINOIS 





Store Baie ae Sense of Space 





NEW HAVEN, CONN.—The choice of black glass fronting; the use of a neon 
sign that is allowed to over-run one side of the display windows; and the installa- 
tion of a small picture window in a section of d wall space, all add to the 
illusion of spaciousness in the new Wasserman shoe store, 175 Crown Street. 

David Wasserman, the owner, with 13 years in shoe business in the New Haven 
erea, opened the new store early this month, featuring shoes for men in prices 
ranging from $6.95 to $16.95. 
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oe dealers with each 6-dozen introductory assortment. 
Write to us for complete information. 


“QUINTONE 


K. J. QUINN & COMPANY, INC. 


Makers of fine eather finishes since 1880 
80 BATTERYMARCH STREET, BOSTON, MASSACHUSETTS, U.S.A. 











Week of Nov. 4 for 
Guild Spring Openings 

New YorkK—The main Spring open- 
ing of The Guild of Better Shoe Manu- 
facturers will be held the week of No- 
vember 4th, it has been announced by 
Benjamin D. Schwartz, president of the 
Guild. 

Shoes in street, afternoon and eve- 
ning types for the major Spring selling 
months will be featured at these open- 
ings which will be held in the show- 
rooms of the member firms of the Guild: 
Cangemi, Inc.; Thomas Cort, Ltd.; Del- 
man, Inc.; Fox Shoe Mfg. Corp.; Jerro 
Bros.; Mackey-Starr, Inc.; Marino; I. 
Miller & Sons, Inc.; Newton Elkin Shoe 
Co.; Palter Deliso, Inc.; Schwartz & 
Benjamin, Inc.; Setroy, Inc.; Van Ar- 
den Shoe Co.; M. Wolf Sons, Inc.; Mor- 
ris Wolock Co.; Zuckerman & Fox, Inc. 

“The Spring showing which will in- 
augurate the second year of the 
Guild five-showings-yearly program has 
proved beyond a doubt that it is work- 
able and beneficial to both manufac- 
turer and retailer,” Mr. Schwartz said. 
“This buying and selling schedule has 
been so timed and planned that it has 
forcibly demonstrated to the retail and 
manufacturing shoe industry that sea- 
sons in shoe buying and selling have 
been largely eliminated.” 
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from the only 


40 Chapters 
306 "50 
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PAID 
Please remit 
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New, Enlarged Edition 
MORE QUICK HELP FOR SHOE RETAILERS 


practicable, workable ideas for the experienced mer- 
chant. Not a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 138 specific shoe promotions, 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


| Ideas for Stee Selling, Display, Stock-keeping 


peepee aerating BOOT AND SHOE RECORDER 
Bits Been. senblithaniadl » stra and 100 East 42nd St., Dept. 3033, New York 17, N. Y. 


RETAILING IDEAS. 


book of its kind; an encyclopedia of 


“3033 RETAILING IDEAS” 


enables you to get into action from the hour 
it reaches your hands. Concise, all “‘meat,” it 
is ten books boiled down into one—a time-saver 
for the busy merchant, a reminder of important 
| details ; the most ical p tion you can 
' buy. Some of the 40 CHAPTERS — 





Advertising Ideas 
Prize, Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
Merchandising Ideas 
ee ee Ideas 
Ideas Tha ake Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 
Cash, Credit and Collection Ideas 
Anniversary Sale Ideas 
Spring and Summer Ideas 
Voting Contest Ideas 
Mailing List Ideas 
Dollar Day Ideas 
Mother’s Day Ideas 
Hosiery Ideas 


Foreword by PAUL H. NYSTROM 
arketing, School of Business 
Columbia University 











- Painstaking Service Builds Big Business 


The second of three Philadelphia stores owned and operated by Herbert E. 
Pliner. Mr. Pliner’s business has been built on painstaking attention to customer 
needs and desires. Particular heed is given fitting of infant's shoes. Of the semi- 
salon type, the stores feature very attractive murals. 


PHILADELPHIA—When Herbert E. proof of his already successful practice 
Pliner recently opened his third neigh- of retail merchandising of women’s and 
borhood shoe store in Philadelphia at children’s shoes. 

114 S. 52nd Street, it offered further During the days that Mr. Pliner 


worked as a shoe salesman in one of 
the Edison Brothers Stores, Inc., he 
realized certain facts were true in deal- 
ing with shoe customers. 

“If giving individual and personal at- 
tention to customers could build a chain 
store business, there was no reason why 
it couldn’t do the same for a neighbor- 
hood shoe store,” reasoned Mr. Pliner. 
To try this idea, he opened a store in 
September, 1936, at 7242 Ogontz Ave- 
nue. 


Although this store was very small, 
it showed him that it could be done. In 
September, 1940, he opened his second 
store at 5721 N. Broad Street. Here, 
too, the business was built up through 
the neighborhood gossip of satisfied cus- 
tomers who liked to talk about the 
painstaking attention given to every 
foot that is fitted for shoes. 

In the Pliner stores, customers will 
wait their turn no matter how busy the 
salesmen are because they have learned 
the value of individual and unhurried 
attention that they get from the sales- 
men. 


Mr. Pliner also believes that the 
neighborhood shoe store should be just 
as attractive and modern as a smart 
shoe store downtown. Customers walk- 
ing into such a store will feel fully con- 
fident of getting the latest styles in the 
types of shoes wanted. The new store 
follows the styling of the store on 
Broad Street in being semi-salon 
fashion. 
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ANOTHER 


“aes. << 


GERDA'S 


MEN'S KID LEATHER SLIPPERS 
TO MAKE YOUR PROFITS SOAR) 


Ne. 311 — MEN'S KID 


LEATHER OPERA 


Brown (Red and Blue avail- 


able in Sept.). 
Soles. 


Ne. 310 — MEN'S KID 
LEATHER MULE 
Brewe (Wine and Blue 

eather 


available in Sept.). L 
Soles. Sizes: 6 - tt. 


$2.75 
See Us 


ot Your 
Regional Show 


York. 


Leather 


$2.95 


TERMS: Net 10 days F. O. B. New 
Minimum Order 18 pairs. 


OCTOBER—NOVEMBER DELIVERY 


Footwear 
COMPANY, INC. 


IMPORTERS © EXPORTERS 
158 DUANE ST., NEW YORK 13, N. Y. 





GERDA 


The walls are done in soft pastels 
and the woodwork is in light oak grey. 
Soft grey carpeting is on the floor. A 
system of cold cathode lighting over- 
head gives the kind of illumination re- 
quired. Painted on the walls are murals 
which were designed to attract the at- 
tention of children and help to enter- 
tain them while being fitted for shoes. 
Shadow boxes built into the rear wall 
face the entrance and provide attrac- 
tive store display. 

The walls of both sides are lined with 
boxes of shoes arranged methodically 
and easy to obtain. A warehouse con- 
nected with the store houses the re- 
serve stock for all three stores. Stocks 
for each store are replenished three 
times a week. 

The juvenile and teen age depart- 
ment is in the rear of the store while 
women’s shoes are sold in the front 
part. Mr. Pliner feels that women have 
become more walking-conscious and 
thinks that their first needs are shoes 
styled for busy shopping trips. For 
this reason shoes that are serviceable 
and comfortable fill the women’s 
section. 

By winning the confidence of women 
as customers and practicing a personal- 
ized type of service the growth of in- 
fants and children’s shoe sales resulted. 
Every pair of shoes sold in these stores 
is done so with a guarantee that they 
are fitted for size. 

A record is kept of every infant that 
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is fitted for shoes. At the end of every 
six weeks a reminder is mailed to the 
mother suggesting a new fitting in or- 
der to keep up with foot growth. 

To mothers of children over three 
years of age, reminders for new shoe 
fittings are sent out every three 
months. 

Mr. Pliner has contracted the ser- 
vices of an advertising agency to carry 
out an advertising program which will 
introduce his latest store as well as re- 
mind others of the Pliner shoe store in 
their neighborhood. 

Although the bulk of this successful 
business is maintained through recom- 
mendation—one satisfied customer tell- 
ing another, Mr. Pliner believes that 
newspaper advertising is well worth 
while even for the neighborhood shoe 
store. The new advertising program 
will consist of an ad in the Sunday so- 
ciety section of a Philadelphia daily 
and an ad on the women’s page on 
Thursdays. 

When the new store was opened, post 
cards were sent out to a list of names 
in the vicinity of the store. The re- 
sponse was noted. To the women who 
came into the store, a thank you card 
was mailed. 

To those who failed to visit the store, 
a follow up card was mailed again ask- 
ing the neighbor to visit her new neigh- 
borhood shoe store. This same method 
was used in announcing the opening of 
the Broad Street store. 


Wholesalers See Danger in 
Curtailment of Supply Sources 


New YorK—A problem of vital con- 
cern to wholesalers in this area has re- 
sulted from the opening, by many fac- 
tories, of their own wholesale houses, 
according to Sidney Thalheim, presi- 
dent of the New York Shoe Wholesalers 
Association. This move on the part of 
manufacturers has curtailed footwear 
shipments which would normally go to 
wholesalers. 


“Allotments from legitimate sources 
have already fallen below normal,” Mr. 
Thalheim said, “and this action further 
affects our sources of supply.” The 
wholesalers plan a thorough investiga- 
tion of all aspects of the problem. The 
group is determining the advisability of 
seeking protection by law and plans to 
send its representatives to Washington 
if other solutions are not forthcoming, 
Mr. Thalheim said. 


Meanwhile, the association is con- 
tinuing with its “Buy New York” cam- 
paign. Members participated in the 
Shoe Manufacturers’ Spring Opening at 
Hotel New Yorker, September 29 
through October 8. The group will 
show as a unit at the Philadelphia show 
in January and at the National Shoe 
Fair in New York in April, according 
to Mr. Thalheim. 
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WORK SHOES 
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Men's Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 
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WOMEN'S CASUALS 
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The Season's Greatest Buy! 


“INDOR-EES” 


Jewel-Tone Sandal for Evening Wear, 
Cocktails, Lounging. 


Style No. 3442 
Immediate 
Delivery 


Sole; 
> — “8 


naff: ‘sizes) M width. ‘acked pa ses, as- 
sorted Minimum Order: (8 pairs (half-case) 
per 


Exhibiting National Shoe Fair — 
Rooms 450 and 451 Morrison Hotel 


WILLIAM COHAN CO. 
Casuals — Sport Shoes — Slippers 
19-21-23 S. Wells St., Chicago 6, Ill. 














PRICE TICKETS 





PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 


209 So. STATE ST. ICAGO 4 











Buy Savings Bonds 
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Smart Merchandising 
Marks Store’s Success 


Eriz, Pa—‘‘We have adopted the 
practice of having latest fashions 
rushed to us by plane,” says Irving 
Volgel, owner of Irving’s, Inc., “and as 


Irving Volgel, owner of Irving's, Inc., 
receives the first air shipment of shoes 
to reach Erie, Pa. Mr. Volgel has been 
operating a quality shoe store in Erie 
for 9 years. The air shipment was part 
of a promotion program to convince 
customers that Irving's sells the latest 
and gets it the quickest. 


handler’s of high grade, styled shoes 
and accessories, we gain the esteem of 
consumers while attracting consider- 
able attention to our business.” 

Besides being up-to-the-minute with 
modern trends, this store is especially 
planned to flatter the customer and 
suggest intelligent coordination of 
shoes and shoe accessories, such as 
bags, belts and costume jewelry. 

“The trend of shipping and traveling 
by air to save time is no secret,” con- 
tinues Mr. Volgel, “and we intend to 
utilize all modern means to get fashions 
within the consumers’ reach as soon as 
possible. 

“We ran the photo of the air ship- 
ment in one of the leading local dailies 
and the effect was surely worthwhile. 
Consumer reaction was instantaneous 
and a lot of attention was gained. Of 
course, with shortages so common, we 
were not trying to stimulate an 
avalanche of selling. The idea was to 
get across that we sell the latest and 
get it the quickest.” 

Irving’s is essentially a style store 
and has been operating for nine years 
near the heart of Erie’s shopping dis- 
trict. Remodeling and modernization 
little over a year ago followed plans to 
lay out the store so that customers can 
relax while choosing accessories to go 
with the latest in shoes. 

The store has its street entrance on 
the East and the show window floor, 
several feet above the ground, is white 
enameled. It “pushes” colorful shoes 
and accessories beyond the plate glass 
front and brings them to the attention 
of foot or automobile traffic. A heavy 
glass door invites people inside. 

All chairs seat towards the south 
wall of the interior and show cases and 


WOMEN'S SLIPPERS 
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BLACK MAGIC 


EASY FITTING 
Elasticized Suedene 


JEWELED NAILHEADS 
ON VAMP 

/2"" PLATFORM 

23/8 HEEL 


$3.40 


IN-STOCK 


2" PLATFORM 
23/8 HEEL 


No. 2011X 
Leather Sole 


No, 2011 
r Sole 


$3.25 


M's only. Min. order 18 prs. 
NET 30 DAYS, F.O.B8. PHILA. 


ay ti S HOE S 


34 N. 4th Street 
Philadelphia 6, Pa. 


wall displays there are colorfully 
lighted to emphasize the accessories 
shown. Merchandise is not massed. 

Advantage is taken of the area in the 
vision of customers as they enter the 
store by the use of additional display 
areas. 

Carpeting is wall-to-wall, plain 
green, and complementary to the 1%-in. 
green and white striped wall paper. 
Mirrors are employed to round out the 
distinctiveness of Irving’s interior. 

“Along with planning the interior 
decorating and the display areas to best 
promote accessory selling,” explained 
Mr. Volgel, “we watch our accessory 
purchasing so as to tie it in with the 
latest shoe fashions. Thus we avoid 
being handicapped by having on hand a 
line of*accessories that are sold only 
with difficulty and as items not related 
to the shoes which women are asking 


for.” 
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* Order now for earliest 
possible delivery. 


166 North 3rd St., Columbus, Ohio TERMS: NET 30 





THE second postwar Christmas promises to be the most 
widely celebrated in our history. Millions of people will 
throng stores of every kind, buying gifts for friends and 
relatives. 

Almost every community has Santa Claus to usher in the 
Christmas gift buying season. Here are some of the meth- 
ods that have been used by merchant groups to introduce 
the holiday season. 

Merchants in Columbus, Wis., introduce Santa in a mod- 
ern manner. They know that children are interested in 
aviation. Several weeks before Christmas, an airplane 
hovers over Columbus, and because they have been told 
that Santa is in the plane, the kiddies gather around the 
airport. Suddenly something drops from the plane; a para- 
chute opens, revealing a burly figure in red and white 
dangling on the ropes of the chute, a big white bag on 
his back. 

At Montevideo, Minn.. merchants bring Santa to town 
on a special train, donated by a railroad. He has 2500 gifts 
on this train to distribute among the kiddies who meet him. 
Santa then boards a decorated float and parades through 
the town to the Community Hall, where he reigns as King 
Santa through a huge community Christmas Party. 

At Beaver Dam, Wis., merchants put Santa on a sound 
truck and send him to all nearby rural schools, where he 
plays recorded music for all the kiddies and answers their 
questions by the score. He then invites them to come to 
visit him at the various stores in Beaver Dam during the 
holiday season. 

Each year, Schuster’s department stores in Milwaukee, 
Wis., stage a Santa Claus parade. Santa, accompanied by 






Merchants Co-operate in Community Christmas Promotion 





a real Eskimo and live reindeer participate in an elaborate 
parade through Milwaukee’s streets. Santa’s journey from 
the North Pole with his entourage is publicized daily on a 
radio program from mid-November until early December. 
He and his crew are on display at the three stores during 
the holiday season, and after New Year reindeer are 
donated to the local zoo. 

South Bend, Ind., stages a Christmas program that al- 
ways proved popular. Their Christmas shopping season 
opens the day after Thanksgiving with a huge parade of 
floats representing fairyland, Mother Goose, comic paper 
and movie cartoon characters, with bands and drum corps. 
At the conclusion of this parade, a 24-foot Santa Claus is 
unveiled. Radio and newspaper publicity announces this 
program for weeks ahead. Follow-up stunts are staged 
each weekend until Christmas. 

Little Rock, Ark., merchants co-operate to stimulate early 
buying by starting their Christmas season during Thanks- 
giving week. A novel feature of the decorations are 9-foot 
high “carol singers,” figures set on four-foot pedestals, 
representing early English carol singers. Inside these fig- 
ures was a loud speaker, broadcasting Christmas music at 
15-minute intervals, the music being furnished by a local 
radio station. Santa Claus and a community tree are also 
a part of the program. 

The principal idea of all of these programs is to attract 
the kiddies to town, for merchants who co-operate in stag- 
ing these events know all too well that the kiddies’ parents 
will come along with them and that any favorable impres- 
sions that are made on the kids is bound to bring a favor- 
able reaction with the parents. 
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WOMEN'S SLIPPERS 





D'ORSAY POM-POM 


WOMEN'S SLIPPER 
With Soft Chrome 
Leather Sole 


$100 


F.0.B. Chicago 


IN FOUR COLORS— 
#4020 ROYAL BLUE 
#4020 WINE 
#24020 LIGHT BLUE 
#4020 PINK 
Whole Sizes: 4-9 
18 Pr. Minimum 
IN STOCK IMMEDIATE DELIVERY 


McBREEN SHOE CO.INC. 


305 W. MONROE ST. CHICAGO 6, ILL. 
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TENNIS & GYM SHOES 


AF, 6 





Immediate 
Delivery 


For Gym & 
Outdoors 


© Made in U. S. A. 

© Quality Canvas Uppers 

® Scientific Lasts 

® Tailored Comfortable Tops 

© Wear Tested Compounds 

®@ No-Mark Rubber Soles 
Pecked 24 to case as follows: 
Gent's 8-102; Youths’ 112-2; Boys’ 2'/2-6 
Child's 8-12; Misses’ 1212-3; Ladies’ 4-9 
Men's Sizes 6-12 
SPORTING SHOE CO 
New York 7, N. Y 


MARATHON 


116 Duane St 


INC 





Buy Savings Bonds 

















To Open Store in Fresno, Cal. 


FRESNO, CAL.—Art Renner, who re- 
cently had charge of shoe rationing in 
the San Joaquin Valley, plans to open 
his own store at 1435 Fulton Street, to 
be known as The Smart Shoe Shop. 


ART RENNER 


Mr. Renner is “a veteran of World 
War II. Before entering service he had 
varied experience in the shoe industry 
which included road experience, buying 
and store management. 

The store will be opened Oct. 15, fea- 
turing nationally advertised brands of 
women’s shoes to retail from $6.95 to 
$27.50. The store will be in the latest 
modern design, the front consisting of 
stainless steel and glass. 


Foremen’s Group Plans 
Third Annual Banquet 


Boston.—Chester Rodenbush, chair- 
man of the banquet committee of the 
New England Shoe Foremen & Super- 
intendents’ Association, Inc., has an- 
nounced that the third annual banquet 
and entertainment of the association 
will be held Jan. 18, at Boston’s Hotel 
Statler. 

Already it is quite apparent that the 
tremendous success of the first two ban- 
quets of this rapidly growing shoe ex- 
ecutives’ organization will be repeated. 
Over two hundred tickets were ordered 
before the banquet date was even de- 
cided upon, and now that a definite date 
has been set, it is expected that re- 
maining tickets will be quickly snapped 
up. 

Mr. Rodenbush reports that his com- 
mittee will continue to present to the 
trade “the most elaborate entertain- 
ment offered by any shoe or leather or- 
ganization.” 


Northwest Travelers 
Plans Market Week 


PoRTLAND, ORE.—The Northwest Shoe 
Travelers is making plans for a Shoe 
Market Week to be held in the city of 
Portland commencing Nov. 9, and to 
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New! Made For Civilians 


“HUNTPAC" 


16" high 

Oiled Tan Leather Uppers 
Rubber Bottom 

Rawhide Leather Laces 

Felt Innersoles 

Size Ranges: 6-I1, 6-12, 7-10, 


50 


8 pair ~ 
ARNOFF SHOE CO.,INC., 101 Duane $t.,N.Y.C 
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HUARACHES 
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“BRONCO” 
MEN'S & WOMEN'S 
HUARACHES 
American Sizes: 


2to 6 &Ste 10 
Hand Woven 





Order any 
size ony 
quantity 
Immediate delivery 
$4.00 F.O.B. Los Angeles 


MACON DISTRIBUTORS 


719 W. 3rd St., Los Angeles 13, Cal. 
Direct Factory Representative 











be followed up by a showing in Seattle, 
Wash., Nov. 15 through Nov. 19, ac- 
cording to H. E. McDonald of the 
group. 

Last Spring the association held 
simultaneous showings of Fall lines in 
the two cities, which proved very popu- 
lar with Northwest retailers. 

Arrangements for reservations have 
been left in the hands of the individual 
salesmen. Likewise, each salesman will 
notify his own customers that his line 
will be represented. Following this 
plan, every account in the Northwest 
district will be notified at least once. 
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SOFT, SHAPELY, 100°%/, WOOL 


Walkewer 


ANKLETS FOR MEN 
Style 8340/996 


HRINK - RESISTANT. With 
Elastic Tops. Medium 
Weight. Colors: Solid White or 
Assorted Pastels — 3 Pairs 
Maize, 2 Sport Blue & | Beige— 
to '/.-Dozen Box. Sizes 10 to 12. 


$7-50 DOZEN (Net 30 Days) 


FRIEDMAN castery coe 


319 Fifth Aoerue, New York City 16 











AHand- Lasted 


MENS SIDE GORE CASUALS 
BROWN SUEDENE UPPER 


2.60 


Net 10 Days 
F.O.8. 









No. 1106 


Full Armstrong cushion cork 
pate wood heel. Pano- 
lene outsole and _heel-tip. 
Darex Insoles. 


Ideal for indoor and outdoor 
casual wear. 


Immediate Delivery 
24 pairs to a case, packed 7/11 


Crass Countay Casuats, ine. 


140 FIRST STREET 
CAMBRIDGE 41. MASS. 








Buy Savings Bonds 
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stocks for sizeable promotions has 
proved to be an almost impossible 


task. 
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PROVIDENCE HAS BiG 
BACK-TO-SCHOOL SEASON 


F OOTWEAR for school and college 
wear have been the big sellers in 
Providence, R. L, stores the past two 
or three weeks, with most retailers 
running appropriate newspaper ad- 
vertisements. Most stores experienced 
a big school business from Labor Day 
on. 

Several well-known colleges, in- 
cluding Brown University, Pembroke 
College, Bryant College, Providence 
College, College of Education and 
Rhode Island State College opened on 
various dates throughout September, 
and this stimulated sales to the col- 
lege girls and boys. One retailer fea- 
tured a half-page newspaper ad headed 
“Said the Senior to, the Freshman,” 
the text giving advice on proper shoe 
styles for various occasions. Featured 
were flats for campus, date shoes on 
the gay side and footwear for week- 
end travel. 

In women’s shoes, everything seems 
to be selling, as one store manager 
expressed it. If a shoe fits well, it is 
sold, regardless of color, style or price. 
Most popular are suedes, leathers, 
with some patents and patent-trimmed 
shoes, mostly in open toe and heel 
styles. Casuals are very good, 

In the accessory lines, sales are 
generally ahead of last year although 
unit prices have dropped consider- 
ably in many stores. One store re- 
ports its top priced handbags now 
selling in the neighborhood of $6.00 
where they formerly sold bags up to 
$25.00 during the peak war period. 
This particular store is selling so 
many more of the lower priced bags 
that total sales are substantially ahead 
of last year. People are looking for 
style in accessories, with more em- 
phasis on proper selection of footwear, 
apparel and accessories. 


Merchandise and labor shortages 
are still the outstanding troubles in 
this area. Merchandise shortages are 
the biggest headache; considerably 
worse than during the war, with 
orders so many months’ behind sched- 
ule that retailers often forget there 
ever was such an order. Labor 
troubles are not so acute as during the 
war years, but the situation is not a 
harmonious one in many stores. 








































* Plastic-Finished 
Electrified Extra- 
Deep Pile Shearling 


* One-Piece Vamp 
* Chrome-Tanned Padded Sole 
* Strong Nylon-Stitched Seams 






In Stock for Immediate Delivery 
in Red, Navy, Brown, and White 
Sizes 3-9 










COLT-CROMWELT 


COUP ANS A 
sr ass 407 ©€ 6+ FF 






HeosFtewv #0, 
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SEA ARCTICS 
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wp! MEN'S 
$<*"" SEA ARCTICS 


No. 4000 


* All Rubber, Black 
¢ 5 Buckles 


* Molded non - skid 
soles 


* Fleece lined to in- 
sulate feet against 


cold 
* Ideal for heavy 
duty 


$325 


ARNOFF SHOE COMPANY 


101 Duane St. New York 7, N. Y. 











PLAID SHOE LACES 





PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 
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Smooth Full Grain Elk Uppers 
Brown Orthopedic Soles 
$2.76 per pait 


Net 10 days 
F.0.B. N. Y. 


Style 1688 


BROWN OR BLACK 
Boys’ Sizes 2-6 Men's Sizes 6//2-!! 
(Also in Women’s) 
Packed 24 prs. to case. Minimum Order— 
12 pairs. 


KANDEL SHOE COMPANY 


Men’s and Boys’ Fine Shoes 


114 Reade Street New York 13, N. Y. 
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300 Attend First Post-War 
I. Miller Dealer Meeting 


New York—The first post-war I. 
Miller dealer meeting was held recently 
in the ballroom of the Ritz Carlton 
Hotel with approximately 300 guests 
attending. Luncheon was followed by 
talks by George Miller, president; 
Irving E. Grossman, general manager 
of the manufacturing division, and 
Alfred Gerd, sales manager. 


Speaking first on the program, Mr. 
Grossman expressed appreciation to all 
branches of the industry, especially to 
the suppliers. of leather for cooperation 
which enabled I. Miller to maintain a 
high level of production and quality 
during the war and to the fashion press 
for their help in interpreting style in a 
period of restrictions. 

Highlights of his talk included men- 
tion of the enlargement of the I. Miller 
erganization to include four factories, 
each specializing in a certain type of 
footwear, emphasis on the importance 
of the 12-month production program as 
the best aid to happy working condi- 
tions and advice to dealers to continue 
to buy specialized ‘types of shoes in 
order to create new departments. 


Comparing prices of dresses with 
shoes in three price groups, Mr. Gross- 
man pointed out that shoes have always 
been under-priced. 


Mr. Miller spoke briefly on the pres- 
ent shortages in leather, both upper and 
sole, chemicals and wood for heels and 
lasts. Prices must, of necessity, be 
higher, he said, and shoe manufacturers 
must make up their minds to accept 
this situation. 


The concluding speaker, Mr. Gerd, 
pointed out changes which must be 
noted by dealers at this time. It is gen- 
erally agreed, he said, that new compe- 
tition is at hand. 


The test of the 12-month merchandis- 
ing plan is also coming closer. The ex- 
pansion desired by the merchants is 
being met by I. Miller, and dealers must 
meet the responsibility incurred by 
their increased demands. New tech- 
niques of selling are needed. 


Dealers should be awake to sources 
of new business such as junior leagues, 
school groups, nurses, and receptionists 
on air lines. Specialization in selling 
shoes is just as important as in sell- 
ing ready-to-wear, he pointed out. The 
latter have been sold according to types 
and prices for the past 20 years. Shoe 
departments should follow their ex- 
ample. 


The meeting was concluded with a 
showing of the I. Miller Spring line, 
Mrs. Michelle Murphy, curator of cos- 
tume history at the Brooklyn Museum, 
commenting. 


In addition to black, which took the 
lead, the colors shown included brown, 
red, navy and light neutrals such as 
blonde, sable mist, and maple, a new 
shade. 
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OPERA SLIPPERS! 


8 Iron Flexible Sole, Leather Lined. 
Rubber Heeled Compo. 


$3.50 


per pair 


| 
| ALL LEATHER 
| 
| 
| 


Brown Capeskin, Brown, Blue, Red, 
Burgundy Maracain, Brown and 
Black Genuine Pig, Brown Alliga- 
tor Calf. 

Sizes: 6 to 12— 36 pair case 
Terms: 5% Net 10 Days F.0.8. Factory 


OCTOBER/DECEMBER DELIVERY 
ECONOMY SHOE CO., INC. 


ROOM 944 MARBRIDGE BLDG. 
47 WEST 34TH ST. NEW YORK 1, N. Y. 
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SHOE CLEANER 


SO 6 OF OE OF OF 


SPEED-AX 


SUEDE BRUSH 
Retail 25¢ 
Combination 

Rubber Bristle 

and Sponge 

Rubber with 
Beautiful Colored 
Plastic Handles 


’ 


Price—$2.00 doz.—$21.00 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2900 S. MICHIGAN CHICAGO 16, ILL. 





Packed | Doz. 
Assorted Colors 
In Display Carton 
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STADIUM BOOTS 


Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 


OUTDOOR BOOTS 


Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 


Immediate 
Delivery 





Write for Folder. Other Styles 


CONJOR SHOE COMPANY 
287 Broadway CO. 7-7972 New York 7, N.Y. | 





Henry A. Schlesinger 


New York—Henry A. Schlesinger, 
partner in Fashion Quality Shoes, 36-59 
Main Street, Flushing, died last month 
of a heart attack. He was 53 years of 


age. 

Mr. Schlesinger was engaged in the 
shoe business for many years and was 
widely known throughout the trade. He 
was with the Herman Triebitz stores 
for many years, engaged in retail op- 
erations and doing some buying. For 10 
years he was buyer for the Ramson 
Shoe Store in Flushing. Six years ago 
he went into partnership with Louis 
Goldstein and formed Fashion Quality 
Shoes, handling a line of footwear for 
women, children and boys. 

Mr. Schlesinger’s son, Jack, will join 
Mr. Goldstein in operating the store. 

Also surviving is the widow, Belle 
Schlesinger. 


Frank A. Goldermann 


Bertin, N. H.—Frank A. Golder- 
mann, 84, proprietor of a shoe store in 
Mechanics Falls, Me., for 40 years, 
until his retirement several] years ago, 
died recently at the home of his son, 
F. H. Goldermann, 14 Cedar Street, 
after a long period of failing health. 

He was a native of Mechanics Falls 
and had lived in this city four years. 

Another son, W. A. Goldermann, re- 
sides in Bath, Me. 
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Obituaries 


Harry A. Steininger 

READING, Pa.—Harry A. Steininger, 
associated with the Curtis-Stephens- 
Embry Company for the past 55 years, 
died last month while a patient in the 
Reading Hospital. He was 72 years of 
age. 

Mr. Steininger joined the Curtis & 
Jones Co., as the present Curtis-Ste- 
phens-Embry Co. was then known, in 
1891, shortly after graduating from 
high school. After a few years with 
the company he began to sell shoes to 
the wholesale trade, the company then 
being in wholesale as well as manufat- 
turing operations. 


About 1909 the wholesale business 
was sold and Mr. Steininger went to 
Boston to represent the firm selling to 
the wholesale trade. He continued in 
this field until 1931 at which time the 
wholesale end was given up in favor 
of selling to the retailer. Since 1931 
he was in the sales department of the 
company at Reading and was also a di- 
rector of the company. 


John A. Harjes 


New York—John A. Harjes, vice- 
president and director of sales of Inter- 
national Braid Company, met death by 
drowning while swimming in the surf 
off Quogue, L. I., September 2. He was 
45 years of age. 


A native New Yorker, Mr. Harjes 
became associated. with International 
Braid Company in 1922, selling the 
firm’s diversified line of braided and 
woven narrow fabrics. Within a few 
years he gained the confidence and re- 
spect of his customers and became 
widely known throughout the trades 
and industries he served. Promoted 
within the company he was instrumen- 
tal in expanding the firm’s advertising, 
sales and distributive facilities on a 
nation-wide basis. As sales director he 
brought about the opening of offices in 
St. Louis, Chicago, Los Angeles and 
Boston. 


During the war Mr. Harjes was in 
Washington, facilitating production of 
braided and woven narrow fabrics 
needed in prosecution of the war. 


A member of the Merchants Club of 
New York and the Rhode Island Coun- 
try Club, as well as being active in 
many trade associations, Mr. Harjes 
was active to a greater degree in the 
civic affairs of his home borough, Al- 
pine, N. J., where he was a councilman 
and city police commissioner. 


He is survived by his wife, Josephine 
Clifford Harjes, of New York and Al- 
pine, N. J., and a sister, Mrs. Joseph 
Doray, of Leonia, N. J. 
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| FOOT SOCKS 





“LYCO” seamless sole, elastic top, snug 
fitting heel, one shade ony. 
“Celanese” Rayon $2.75 per dozen pair 
ee | Cotton 1 + . “6 
‘acked in 6 dozen attractive Display Counter 
Easel or in dozen bexes...sizes 84% to 11. 

LYONS & COMPANY 

120 Duane St., New York 7, N. Y. 

Shoe Store Supplies for 46 Years 











OA 6 ree ee 


WOMEN’S SLIPPERS 
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A Real Buy! in Stock 

SILK EMBROIDERED BOOTEE 
Rabbit Fur Trimmed California Process 
Leather Soles Wedge Heels 


Net 10 days 
F.0.B., N.Y. 


Sizes 4-9 
Pink, Roya! Blue, 
Rea White 


36 prs. of color to case 
See Us at Boston & Chicago Shows 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 
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FELT SLIPPERS 
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| HEAVY WEIGHT FELTS 
| With Chrome Leother Soles, Padded Heels 
“cs ny 


—_—— 





Blue, Brown, Oxford Grey Sé pr. of color te case 


Women's 
Men's 6-11 90¢ 


See Us at Boston & Chicago Shows 


POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 














Mrs. Mabel Belfield 


PHILADELPHIA, Pa.—Mrs. Mabel 
Steigerwalt Belfield, wife of T. Dun 
Belfield, head of Steigerwalt Boot 
Shop, here, died recently at her home 
on South 18th Street. Services were 
held at 1820 Chestnut Street. 

Survivors are her husband, and three 
sons. One son, Windsor, is associated 
with his father in the operation of the 
shoe store. 
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WOMEN'S CASUALS 
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“OUTDOR-EES" 


Flexible California Process 


Black Gabardine Ballet 


$9.50 
a pair 


2% 10 days, Net 30 
F.O.B. Chicago 


Outside Wedge for Outdoor 
Wear 


SIZES: 4 to 9 (half sizes), M width—invis- 
ible drawstring to insure perfect fit. 
Packed 36 pairs to case, assorted sizes. 
Minimum Order: 18 pairs. 


Immediate Delivery 


Exhibiting National Shoe Fair— 
Rooms 450 and 451, Morrison Hotel 


WILLIAM COHAN CO. 


Casuals — Sport Shoes — Slippers 
19-21-23 S. Wells St., Chicago 6, Ill. 











"TEA- TIMER’ 


CALIFORNIA PROCESS 
WOMEN'S BLUE EMBROIDERED 
GORED BACK SLIPPER 
WITH HARD LEATHER 


NET 
F.0.B. CHICAGO 


ALSO SAME AS ILLUSTRATED 
#603 IN RED EMBROIDERED 


Sizes 4-9—Whole sizes 
18 pr. Minimum 
IN STOCK — immediate delivery 


McBREEN SHOE CO. INC. 


305 W. MONROE ST. CHICAGO 6, ILL. 
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OPA Ups Prices on 
Several Minor Leathers 


WASHINGTON, D, C.—Ceiling prices 
on several minor leathers domestically 
produced from imported raw stocks 
have been moved up to compensate for 
sharp rises in foreign prices of raw 
skins, the Office of Price Administra- 
tion announced recently. 

The action, which is effective Sep- 
tember 13, 1946, covers only leathers 
made from imported raw Cabretta and 
Paprah sheepskins, South American 
deerskins and raw kangaroo skins and 
is similar to previous increases on kid 
and goat leathers. OPA pointed out 
that this action does not apply to all 
leathers and does mot apply to any 
leathers produced from domestic raw 
materials. Cattle, calf and kip leathers, 
the most important single source of 
supply for leather products made in the 
United States, are not affected. 

These are the price increases per- 
mitted: 

For glove leathers made from im- 
ported raw Cabretta-—50 per cent. 

For all leathers made from imported 
raw Paprah—26 pef cent. 

For kangaroo &nd wallaby leathers 
made from imported raw skins—45 per 
cent. 

For buck and other leathers made 
from South American deerskins—45 per 
cent. 

Kangaroo leathers are used primarily 
for athletic and specialty shoes, buck 
leathers for white shoes, and Paprahs 
for low-priced women’s shoes, OPA 
said. Shoe prices on these particular 
types may have to be adjusted for the 
higher leather costs, as was done Sep- 
tember 3 when shoes made from kid 
and goat leathers were increased four 
to five per cent to cover a 40 per cent 
rise in leather costs. Cabrettas are 
largely used for gloves. Present glove 
prices will not be materially affected. 

The price increases are to be applied 
to the present ceiling prices of leathers 
priced under 80 cents a square foot. 
Prices any higher than this are usually 
based on special finishes and are out 
of proportion to raw skin costs, OPA 
explained. On the higher priced leath- 
ers, selling at over 80 cents per square 
foot, the producer takes the percentage 
increase on 80 cents, rather than the 
whole price. 

With this action, all leathers made 
predominately from imported raw 
skins, including kid and goat leathers, 
have been grouped under one order, 
OPA said. This is done because of the 
fluctuating price of raw skins that has 
prevailed since the price agreement and 
allocation of raw stock among member 
nations of the Combined Hides, Skins 
and Leather Committee was discon- 
tinued on June 26. As announced pre- 
viously, kid and goat leather prices 
have been increased a total of 40 per 
cent because of the higher prices that 
importers have been required to pay 
in the world market for skins. Similar 
sharp rises in the import prices of hair 
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MEN'S SNUGFIT RUBBERS 
fit. 


F.6.B. Detroit. Packed or 
-_ or solid sizes, small, med. 
In Write or wire. 





AMERICAN SHOE CO. 
251 W. Jeff. Ave., 
Detroit Mich. 











They’re available again in almost 
unlimited quantities. They'll seit 
for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 
Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 


THE RUBBER COMPANY 


MASSILLON, OHIO 








sheep skins, kangaroo skins and South 
American deerskins have necessitated 
the comparable increases made today 
for leather produced domestically from 
these imported skins. Leather tanners 
were found to be unable to absorb the 
additional costs under OPA standards, 
the price agency said. 

The present increases are based on 
the recent average offering price of 
the skins in foreign markets in relation 
to the current selling prices of the fin- 
ished leather. They will be reanalyzed 
periodically on the basis of the average 
actual prices paid by tanners. The 
averaging of purchase prices is ex- 
pected to have a stabilizing effect, as 
importers will be discouraged from pay- 
ing exorbitant prices which they cannot 
recoup when pricing their finished 
stock. 


Open New Outlet 


CuIcaco — Messenger Shoe Stores, 
Inc., have opened a new store at 1058 
Bryn Mawr Avenue, here. Opening was 
September 14. 
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Australian Manufacturer Visits Here 









W. M. Spicer, Australian industrialist from Melbourne, Is shown above with 
James Palmer, manufacturing superintendent of the General Shoe Corporation's 
Nashville plant, studying American machinery and technical processes. 


NASHVILLE, TENN.—Australian wo- 
men are just as style-conscious as their 
American sisters in their selection of 
shoes, but the men from “down under” 
are far more conservative, according to 
W. M. Spicer of Melbourne, Victoria, 

Mr. Spicer was a Nashville visitor 
recently as the guest of W. Maxey Jar- 
man, president of the General Shoe 
Corporation. Besides being one of 
Australia’s top industrialists as the 
head of his own shoe company, Mr. 
Spicer plays a leading role in the re- 
ligious life of his country, serving as 
general secretary of the Australian 
Baptist Convention. 

The industrialist has been in this 
country for the past two months .and 
has visited nearly every state in the 
union, making a tour of shoe manufac- 
turing plants and other industries, 
studying techniques and _ inspecting 
equipment. In making his comparison 
of the stvles of men’s and women’s 
shoes in his country and the U. S., the 
manufacturer said his.style range for 
men was very narrow, while that for 
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women was just as varied as that 
found in this country. He explained 
that few of the shoes turned out by the 
Spicer company went into the export 
market, and Australian manufacturers 
were now busy trying to fill the shelves 
of the stores in their country, due to 
conditions brought on by the war. 
“During those hectic years of the war 
a large portion of our production went 
to India and England thereby causing 
a shortage in Australia and the manu- 
facturers are now trying to catch up,” 
he asserted. 

Mr. Spicer disclosed that his com- 
pany made more than 1.500,000 pairs 
of shoes for American troops who were 
stationed in his country, and it was 
with pride that he showed a clipvine 
from a Melbourne newspaper which 
quoted an unnamed high American offi- 
cial who complimented the Spicer of- 
ficials on their product and expressed 
surprise at the quality and price of the 
shoes delivered to the American troops. 

[TURN TO PAGE 100, PLEASE] 





News of the Sileswttt and Suypoliers 


Dan Palter Named Among 
“Ten Best Designers” 


New YorK.—Dan Palter, of Palter 
DeLiso, Inc., was named one of Amer- 
ica’s “Ten Best Designers” of women’s 
apparel, according to the results of a 


DAN PALTER 


nation-wide poll conducted by Fashion 
Trades, a fashion newsweekly. The 
winners were selected by approximately 
50,000 retailers, the votes based upon 
originality, effectiveness, influence on 
the fashion world and success in terms 
of sales. 

The apparel industries were divided 
into ten categories, with Dan Palter 
winning the design award in shoes; 
Nettie Rosenstein, misses’ and women’s 
dresses; Philip Mangone, coats and 
suits; Adrian, evening gowns; Claire 
McCardell, sportswear; Emily Wilkens, 
teen age and junior; Lilly Dache, hats; 
Sol Vogel, furs; Richard Koret, hand- 
bags; Mme. Thea Tewi, lingerie. In 
addition to the ten winners, forty others 
were cited, including Faie Joyce, of 
Joyce, Inc.; and Grace Powell, of I. Mil- 
ler & Sons, Inc., in the footwear field. 

For the past quarter of a century the 
shoe creations of Dan Palter have been 
linked to the apparel creations of the 
leading couture. following Mr. Palter’s 
belief that “a shoe is part of the major 
garment.” 

Long an exponent of color in foot- 
wear, Mr. Palter brought out colored 
shoes in 1921. Later he brought out 
colors to tie in with bags and gloves, 
followed bv colors related to millinery 
and cosmetics, 

[TURN TO PAGE 100, PLE*SE] 
























B. F. Goodrich Shoe Division Heads Named 


J. H. STACKHOUSE L. E. ROHRBAUGH WwW. C. ORME 


AKRON, OHIO.—Following the recent establishment of shoe product sales as a 
separate division of The B. F. Goodrich Company, Fred A. Lang, division general 
manager, announced the following appointments: 

L. E. Rohrbaugh has been named manager of sales to shoe manufacturers; J. H. 
Steckhouse, manager of sales to the shoe repair trade and W. C. Orme, division 
operations manager. 

Mr. Rohrbaugh has been with the company since 1926, and manager of shoe 
product sales since 1943. His duties in that post have been about the same as 
they will be under the new division setup. 

Mr. Stackhouse has been in the heel and sole branch of the rubber industry 
since 1918, most of that time in sales. He has been with the Hood Rubber Company 
division of B. F. Goodrich since 1926 and sales manager of its findings division 
since 1936. - 

Mr. Orme has been with the Hood organization since 1927, for the last several 





years as sales service manager. 


The new Shoe Products Sales division of B. F. Goodrich will merchandise all 
products which the company produces for the manufacture or repair of shoes. 


Making Infants’ Moccasins 


BROCKTON, Mass.—Richard J. Pot- 
vin, operating under the name R. J. 
Potvin Shoe Company, has taken over 
one floor in the Larkin Leather Build- 
ing in Brockton, and is manufacturing 
a line of quality moccasins for infants. 
Associated with him as factory superin- 
tendent is Joseph McDonald, who has 
been connected with the shoe and allied 
industries for a number of years. 

Sold under the trade name, “Buntees, 
Hand-Lasted Moccasins,” they made 
their debut at the New Yorker show 
late in September. 


William Amer to Distribute 
Fisher Plastics 


PHILADELPHIA, Pa.—William Amer 
Company, leather dealers for over one 
hundred years, is now the distributor 
for products of the Fisher Plastics Cor- 
poration, according to a recent an- 
nouncement. 

The William Amer Company will 
distribute Glostex, a polished vinyl, and 
Hidex, an embossed vinyl, in a full 
range of colors in transparent, opaque 
and variegated effects for shoes, bags 
and luggage. 





Douglas to Expand with 
Pennsylvania Factory 


SCRANTON, Pa.—W. L. Douglas Shoe 
Co. of Brockton, Mass., will soon estab- 
lish a men’s shoe factory here which 
will have 60,000 square feet of space 
and employ between 500 and 600 per- 
sons. The new plant, which will repre- 
sent an expansion in the company’s 
total production rather than a shifting 
of work from Brockton, will be situated 
at Carbon Street and Providence Road, 
near Athletic Park. 

Negotiations between the shoe com- 
pany and the Scranton-Lackawanna In- 
dustrial Building Co., an affiliate of the 
Chamber of Commerce, have been in 
progress since February. The Civilian 
Production Administration has ap- 
proved the project and construction was 
scheduled to start before Oct. 1. The 
factory will be erected by the industrial 
building company and leased to Doug- 
las. The shoe company will install 
$85,000 worth of equipment and ship 
$150,000 worth of production material 
to the plant as soon as it is completed. 

Participating in the negotiations for 
the shoe company were Joseph W. Bart- 
lett, president; Charles Ault, vice- 
president; T. J. Callahan, sales man- 
ager; Lawrence B. Russell, treasurer; 
Charles Bartlett, attorney, and Cyrus 
Monroe, director. Representing the 
building company were Roy Stauffer, 
chairman of the new industries commit- 
tee; Raymond B. Gibbs, secretary of 
the Chamber of Commerce, arid Seth 
W. Shoemaker, Chamber of Commerce 
industrial commissioner. 
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Shoe Polish Salesmen Meet in Brooklyn 





The sales division of the Knomark Manufacturing Co., Inc., at a recent sales 


conference in Brooklyn. Left to right are Frank Powers, Joe Husch, C. H. San- 
derson, Phil Mann, C. T. Caradine, Ben Levy, Percy E. Hart, special representative; 
Samuel M. Abrams, president; Ed Farian, scles manager; Albert Abrams, secretary 
and treasurer; Max Cohn, Emanuel Orner, Gus Gamadanis, Albert Sleeper, Alan 
F. Lamprecht, Robert Blazier and Henry Mann. Not present were William Cohan, 
Low Hart, and ten additional salesmen from distant areas, including the Pacific 


coast. 


BROOKLYN, N. Y.—The sales force of 
the Knomark Manufacturing Co., Inc., 
214 Taaffe Place, held a sales confer- 
ence here recently. The firm, which 
handles Esquire Boot Polish, has grown 
very rapidly and presently has 26 sales- 
men actively engaged throughout the 
country. Plans call for the addition of 
at least 10 more before the end of the 
year. 

The firm’s products are restricted to 


only those stores where shoes are sold 
which prompts loyalty on the part of 
distributors who enjoy the benefits of 
Esquire’s national advertising, accord- 
ing to Ed Farian, sales manager. Mr. 
Farian believes that this practice 
makes the Knomark Company the only 
handler of a 25 cents shoe polish on the 
market that promotes national adver- 
tising and yet restricts sales to shoe 
stores. 
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WOMEN'S SLIPPERS 
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EMBROIDERED CASUAL 
Closed Back—Leather Soles 

Full Sizes 4-9 

$2.50 


Net 10 days 
F.0.B., N. Y. 


Immediate 
Delivery 






Colors: Wine, Royal, Pink, Light Blue, 
Block. 

Minimum Order 18 prs. per color 

State Second Color Choice 


J. & S. SHOE COMPANY, Inc. 


26-42 Jackson Ave., Long Island City |, N. Y. 











X-RAY SHOE FITTERS 


PRIMEX «1... 


most imitated shoe fitter. 
Our circular tells you why 
« « «© Welle « © «o 


PRIMEX EQUIPMENT CO. 
135 So. LaSalle St., Chicago 3, til. 
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“GLAMORIZERS” 
by 








ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 
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Take New Showroom 
In New York 
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MEN'S CLOGS & SANDALS 
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STYLE TWINS 


CLOGS 
85¢ >. 
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NEW YORK.—Leonard Karzmar, gen- 
eral manager of Kay Korzmar Casuals, 
Inc., has extended an invitation to the 
shoe trade to visit the firm's new show- 
room at 44 East 29th Street. On display 
are new lines of sandals, pumps, ballets, 
mules and booties, designed by Kay Karz- 
mar. The firm is new represented by 
Ruth Hamilton for Denver and the West, 
including Texas; Charles Ross, for the 
South; Harry Kaye, the middie West; 
Jerry Silver, New England and the Atian- 
tic States; and in New York City, Henry 
Glassberg. 





William Amer Company 
Holds Outing 


PHILADELPHIA. — Sales representa- 
tives from all parts of the country 
gathered at the Hotel Traymore, At- 
lantic City, for the annual outing of the 
William Amer Company. 

For many years now the Amer out- 
ing has been a bright spot in the year’s 
activities. In addition to the sales con- 
vention a golf tournament at Seaview, 
deep sea fishing and various activities 
were enjoyed by the thirty-eight mem- 
bers of the Amer family. 





Elected Vice-President 
Of Ad Agency 


New YorkK.—Ellington & Company, 
Inc., advertising agency, has announced 
the election of Miss Van Davis as a 
vice-president of the company. She is 
in charge of advertising and promotion 
of products in the fashion, beauty and 
home decoration fields. The company’s 
offices are at 585 Fifth Avenue. 





Firm Takes New Showroom 


And Warehouse 


BALTIMORE, Mp.—As part of an ex- 
pansion program, A. Krome & Company 
has moved to larger quarters here. The 
company’s new showroom and ware- 
house are now located at 105 S. Han- 
over Street, Baltimore 1, Md. 





SANDALS $1-% Fos. wv. 
® Patented Molded Process 

® Stretchy Fine Quality Rubber 

® Smart Dull Finish 

© Tailored Fit Assured 

® Soilproof-Washable Throughout 


Packed 24 pairs to case, Assorted or 
Solid Sizes Small, Medium & Large 





















MARATHON SPORTING SHOE 





116 Duane St., New York 7 









| DISPLAY SHOE FORMS 


















Quality Rubber Sponges (also used for 
fabric shoes) 

Black: $12.00 per gress 

Colers: 16.20 per gross 
Bress Wire Brushes: 


$1.50 per dozen 
15.00 per gross (full gress lets or more) 


LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, WN. Y. 
Quality Shoe Store Supplies fer 46 Years 







































JOBS 
WE SELL 
| QUALITY SHOES 
Qvality Shoes Since 1932 





From the Nation’s 


Leading Manufacturers ~ 
M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO.., Inc. 
WOrth 2-5160-1 = 
79-81 Reade St., New York 7, N. Y. 
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__MEN'S SLIPPERS 


"Exceptional Value 


MEN'S eee | 


* Heavy Leather Outsoles 
* Sturdy Bearskin Weave 
* Rubber Heels 
* Fleece Lined 


Smartly 
Made 


Long 
Wearing 








$4.25, 
sizes: 6 0 11 | 


NO. 401—POWDER BLUE 
NO. S0O0O—OATMEAL WHEAT 


ARNOFF SHOE CO.,INC.,101 Duane S?.,N.Y.C 


4! 


WOMEN'S SLIPPERS 
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Faille Leisure Sapper 
Fur Collar—Ruffled Gore Back 
Full Sizes 4-9 


$2.25 Net 10 days, F.0.8., N.Y. 


: White, Pink, Black, Wine, Light Blue, 
— Quilted hed Quilted® 
Minimum Order 18 pairs of a color. 
State Second Color Choice. 





immediate Delivery 


J. & S. SHOE COMPANY, Inc. 


26-42 Jackson Ave., Long Island City |, N. Y. 











SUEDE SHOE CLEANERS 





LYONS & COMPANY 
120 Deane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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Australian Manufacturer 


Visits Here 
[CONTINUED FROM PAGE 97] 


The manufacturer said Australia’s 
leather exports were increasing an- 
nually. The country now has 17,000,- 
000 cows and 120,000,000 sheep, and he 
said the export of these hides and skins 
along with manufactured leathers was 
a lucrative source of income for his 
country. Kangaroo leather, obtainable 
only in Australia, is another good pro- 
ducer of revenue, Mr. Spicer asserted. 
He said little leather from Australia 
reached this country. The majority of 
it goes to China and the rest to En- 
gland. 

He expressed his admiration for 
American business leaders, and cited as 
a special incident the welcome accorded 
him by General Shoe officials. He de- 
clared “Australians admire Americans 
very much, and the people of both coun- 
tries have much in common. I believe 
the future will bring the United States 
and Australia much closer.” 


Form New Moccasin Firm 


MINNEAPOLIS, MINN.—The Minne- 
tonka Moccasin Co., Inc., organized here 
recently, have been producing moc- 
casins for women and children since 
July 15th. 

Officers of the corporation are: J. D. 
Wilson, formerly with Bloom Brothers; 
J. N. Brisbois, president of Twin City 
Sales Service; Alfred Bongartz, for- 
merly with Bloom Brothers; R. H. 
Lewis, representative of the Walter T. 
Dickerson Shoe Co., Columbus, Ohio; J. 
H. Elledge, representative of the Bour- 
beuse Shoe Manufacturers, Union, Mo.; 
Eli L’Esperance, owner of the Rand 
Shoe Co., Grand Forks, N. D.; and V. 
H. Liesen, president of Archlock Shoe 
Co., Chicago, II. 


St. Louis Firm Augments 
Casual Line 


St. Louis, Mo.—The San Loo Shoe 
Co., opened some months ago at 2724 S. 
Third St. in this city, is adding to its 
line of casual indoor shoes some hard- 
soled shoes for outdoor wear. Bags de- 
signed to coordinate with these shoes 
are being added to the general line of 
bags which the factory has been pro- 
ducing since its inception. Other ac- 
cessories made in the plant are belts 
and umbrella cases. 

Mrs. Camille Walsh is president of 
the firm; Ear] Dixon, the treasurer, and 
John Walsh the designer. Among the 
new shoe designs will be some very high 
platforms. 


Open Branch Factory 
In Tennessee 


SHARON, TENN.— Al Drerup and 
George Ineichen who operate the Bay- 
Bee Shoe Company at Union City, Tenn. 
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SHEARLI-KINS 


INFANTS AND MISSES MOCCASINS 


ADJUSTABLE 
DRAWSTRING 








Design Patented (U. S. Pat. Office) 
INFANTS 5-8 $1.85 


MISSES 9-3 $2.40 
5%—10 BAYS | F.8.B. jens gaanca, N. J. 


Lined throughout with electrified White 
Mouton Lamb. 


Factory Packed 36 Pair of a Color to a 
Case. Runs 5 to 8 or 9 to 3. Minimum Order 
Case Lots. 


OCTOBER/DECEMBER DELIVERY 
ECONOMY SHOE CO., INC. 


MARBRIDGE —- 
NEW YORK 1, N. Y. 





47 west Mam ST. 











have opened up a branch factory here. 
They expect to be in full operation by 
Oct. 15. The capacity of the new plant 
is approximately forty cases a day. 
They will make infants’ stitch downs. 


Dan Palter Named Among 
“Ten Best Designers” 


[CONTINUED FROM PAGE 97] 


In 1925 his company made the hand- 
bags he felt should go with his shoes, 
one of the first successful attempts at 
accessory coordination. 

Mr. Palter came up from the ranks 
and has to his credit knowledge of every 
phase of the shoe business, from 37 
years of experience as a shoe factory 
worker to his present post as president 
of Palter DeLiso, Inc., a member of 
The Guild of Better Shoe Manufactur- 
ers, of which Dan Palter is a Director. 

Mr. Palter, along with the other win- 
ners, received the Fashion Trades’ solid 
gold thimble, symbol of craftsmanship, 
at a ceremony at City Hall. Mayor 
O’Dwyer made the awards. 
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Rubber Soles 
#249 


* Army Retan 
Uppers 


* Leather Gussets 
* Felt Innersoles 
* Grooved Heels 
* Sizes: 5 to /2 
« Widths: C, D, E, 
EE 

pair 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


Goodyear Welt Construction 

Heavy grain leather innersole 
“Pancord" no-mark outersole 

Leather counter—Stock bellows tongue 
® Leather heelpocket and top facing 

© Plump black prime elk uppers 

® Reinforced at all points of wear 








Same in natural 
waterproof up- 
pers #8848 $3.80 


Same in natural waterproof work oxford 
#8049 $3.65 


The 
PILOT SHOE CO. 
31 Hopkins Place 


Baltimore 1, Md. 
Honest-made since (890 











Buy Savings Bonds 
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SKI and CLIMBING BOOTS | 
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Window to Growing Feet 



















Greenup, Iil._—Step Master Shoes, In- 
corporated, have announced a “window 
fit” method of fitting shoes for fast- 
growing feet. To enable parent-shop- 
pers to see how the shoe conforms to 
the bony structure and flesh of the 
child's foot, dealers are being provided 
with sample transparent-vamp shoes 
built on their standard last. The sturdy, 
transparent vamp is formed of plastic 
sheeting. Every size and half-size 
through the growing range will be avail- 
able for fittings. Once the customer sees 
for herself which size allows proper 
room for growth, she can select the size 
she wants for the child. 





Three California Manu- 
facturers Enlarge Facilities 


Los ANGELES, CALIF.—Production in 
three local shoe factories will be stepped 
up considerably due to the moving to 
much larger manufacturing space. Ac- 
cording to president Nate Weiss, the 
new Swankie, Inc., plant at 8490 War- 
ner Drive in nearby Culver City will 
give three times the firm’s previous 
manufacturing space. Julius Baer, fea- 
turing “Baer Steppers,” has moved to 
415-417 Boyd St.; and William J. Col- 
lat, featuring “Studio Shoes of Cali- 
fornia,” has new quarters at 4200 
Avalon Blvd., this city. 





Midland Shoe Announces 
New Affiliate 


St. Louts.—The Acme Shoe Company 
recently was organized as an affiliate 
of the Midland Shoe Company. Officers 
are Frank Rice, president; Sidney 
Kahn, vice-president and general man- 
ager; and J&@mes H. Jones, secretary- 
treasurer. 

Mr. Rice and Mr. Jones are executive 
officers of Midland Shoe Company. Mr. 
Kahn was formerly connected with the 
Wohl Shoe Company, also the Wilker- 
son Shoe Company. He spent the last 
four years in the Navy. 

Acme will operate leased departments 
and stores handling popular priced 
footwear. 
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MOCCASINS 














MEN'S OPERAS 








in BROWN 
Simulated Leather 
> Sizes 6 to 12 






No. H-705 


($2 

Net F.O.8. Balt. 
STOCKED IN THE ABOVE SIZES FOR 

IMMEDIATE DELIVERY 


Po WH. VOLK & CO. INC. 


| 2-4 Lombard St., Baltimore 1, Md. 


also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phila., Pa. 
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FOOT APPLIANCES 
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RUBBER MET PADS 
$4.80 per gross prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 


4126 Perlita Ave., Los Angeles 26, Calif. 
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Forms Buying Organization 


New York—David Boehm, for the 
past four years general purchasing 
agent for the Bristol Manufacturing 
Corporation, manufacturers of rubber 
and fabric footwear at Bristol, R. L, 
has severed his connection with this 
firm to form his own organization here. 
The temporary offices of Boehm-Smith 
Inc. are located at 358 Fifth Avenue. 
The firm will buy rubber, textiles, 
chemicals, leather, machinery and other 
supplies for manufacturers in the rub- 
ber footwear and shoe industries. 

The new organization is now under 
contract to buy for several clients in 
this country and abroad. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN 


25-35 YEARS OF AGE 
Travel for one of the leading Rubber 
Footwear Manufacturers expanding its 
Line and its Sales Force. High quality 
Line backed with a powerful advertising 
and Sales Promotion Program. Write in 
confidence outlining your experience and 
qualifications. Retail sales experience 
helpful but not essential, as you will 
have the benefit of thorough training in 
every phase of the job. Write Sales Per- 


sonnel Manager 
Bex #165, BOOT AND SHOE RECORDER 





100 East 42nd Street, New York 17, New York 








ANUFACTURER OF QUALITY SHOE 
POLISH Line seeks i i- 
enced ‘ 
Trade. Choice, exclusive territories throughout 
the country are available. Complete line. This 
is an expansion program, capitalizing on 


& 
New York 17. N. Y. 


SALESMEN WANTED BY PROGRESSIVE 

FIRM, to carry Sideline of Men’s, Women’s, 
and Children’s fast moving California Process 
Slippers, Piayshoes, and Casuals. All territories 
open; 5% commission basis, payments one w 
after shipment. Commissions paid on re-orders. 
Wonderful opportunity to work with cooperative 
firm. Write giving full particulars. Address 
#252, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





AN EARN $10,000 to $15,000 YEARLY. 

St. Louis firm with established accounts, has 
good opening for shoe men to carry Women’s 
High Grade Novelty Shoes, Play Shoes and Sport 
Welts covering Michigan, Wisconsin, Illinois and 
West Virginia. If now carrying manufacturer’s 
line can be carried as side line or carry line ex- 
clusively. Give full particulars in your appli- 
cation regarding ability, lines handled and terri- 
tories covered. Address Box #298, care Boot 
and Shoe Recorder, 1221 Locust Street, St. 
Louis 3, Mo. 


TRAVELING MEN! 


Experienced Salesman who can use an 
excellent side line should GRAB this 
offer. Firm wholesaling fast Women’s 
Novelties has several territories open. 
Commission basis. Marvelous opportunity 
to build for future with line that SELLS! 
Give references. 

Address: Box #B-294, BOOT & SHOE RECORDER 

10 High Street, Boston 10, Mass. 














EST COAST SALESMEN, ATTENTION: 
Leading Wholesalers of Slippers, Sandals, 
Infants Whites and Government Surplus wants 
to pay high rate of commission to road mien. 
In-stock basis. Address #275, care Boot & 
+ a 100 East 42nd Street, New York 
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JOBBERS SPECIALIZING IN INFANTS’ AND 
CHILDREN’S SHOES, AND INFANTS’, MEN'S 
AND WOMEN’S HOUSE SLIPPERS WANT 
SALESMEN FOR THE FOLLOWING TERRI- 
TORIES: PENNSYLVANIA, UPSTATE NEW 
YORK, MISSISSIPPI, TENNESSEE, AND ALA- 
BAMA. CONTACT 


POBEY SHOE COMPANY 
19 Hudson Street New York City 











S§ ALESMEN WANTED TO CARRY AS A 
SIDELINE: Line of Soft Sole Felt Slippers, 
retailing for $1.19 and up. We are manufac- 
turers and would like representation in any 
territory except New York City. Commission 
basis. Address #283, care Boot & Shoe Re- 
= 100 East 42nd Street, New York 17, 





EXCELLENT OPPORTUNITY FOR 
EXPERIENCED SALESMEN 
to travel Texas and Oklahoma. Estab- 
lished trade. In applying give details 
of other lines carried. 


REST-TIME FOOTWEAR 
BLUM SHOE MFG. CO., Dansville, New York 











S IDELINE OF HIGH GRADE MISSES 
AND WOMEN’S SPORT WELTS AND 
ARCH SUPPORTS for New York State, Con- 
necticut and Massachusetts. Address #290, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


SIDE LINE SALESMAN WTD. 


FAST GROWING WHOLESALE FIRM 
wants Sideline Salesmen in the following 
States: Ohio, Michigan, Delaware, Georgia, 
South Carolina, North Carolina, Florida, Arkan- 
sas, Mississippi, Tennessee, New York, to sell 
a varied line of Men’s and Women’s Footwear 
on 5% commission. Send references in first let- 
ter.. Address Box #B-286, care Boot & Shoe 
Recorder, 10 Migh Street, Boston 10, Mass. 








IDELINE OF HIGH GRADE Misses and 

Women’s Sport Welts and Arch Supports; 
all territories. Address #289, care Boot & Shoe 
a 100 East 42nd Street, New York 17, 
i ae 





LINE WANTED 








S ALESMEN WANTED FOR SLIPPERS 
AND MOCCASINS; Wholesale distributor. 
Liberal commission and protected territory. 
Advise experience and territory covered. Ad- 
dress #284, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


WANTED EXPERIENCED TRAVELING 
SALESMEN to sell established line Wo- 
men’s Novelties; Litteways; and Casuals. Ex- 
cellent commission earnings. In stock for im- 
mediate deliveries. The following States open: 
Ohio, Pennsylvania, North Carolina, South 
Carolina, Tennessee, Kentucky, Missouri, Kansas, 
Arkansas, Oklahoma, Illinois, Indiana, Michigan. 
Washington, Oregon and California. State trav- 
eling experience in detail. Address #B-285, care 
yh Shoe Recorder, 10 High Street, Boston 
» Mass. 





ROAD MEN 


Openings in Texas, Oklahoma, -New 
Mexico, Arkansas and Louisiana to 
take over already well established ac- 
counts. Five to Fifteen per cent com- 
mission on Slippers, Sandals, Infants’ 
Whites and Government Surplus. 
Address 274, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, WN. Y. 











EXPERIENCED SALESMEN WANTED for 

Jobber’s Line of Popular Priced House 
Slippers, Playshoes, for Men, Women, and Chil- 
dren; also Baby Shoes. All territories open. 
Commission basis. Give full details. Address 
#287, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


K ENTUCKY SALESMAN WANTED to take 
over deceased salesman’s territory. Line 
consists of Family Slippers, Casuals, Playshoes 
and Moccasins; also Baby Shoés. ission 
basis. Address #288, care Boot & Shoe Re- 
cuit 100 East 42nd Street, New York 17, 











| 
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LINE WANTED 
FOR SOUTHWESTERN TERRITORY 


EXPERIENCED SALESMAN with 
large following is desirous of secur- 
ing on a strictly commission basis, 
with no advance, a Line of Men’s 
Dress Shoes; also a Line of Men’s 
Romeos and other Men’s House 
Slippers. Would also like a line of 
*s Cowboy Boots. I am 
well able to finance myself and can 
guarantee good results for the right 
factories. For further particulars 
Address 237, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








EXPERIENCED SHOE SALESMAN 
FOR REPUBLIC OF MEXICO 
Wants Stylish Staple Line, Men's Shoes 
or Women’s, or both, wholesale. Only 
factories who want to establish a per- 
manent shoe trade in that country 

need apply to 
G. GARZA MARTINEZ 
410 Cincinnati Ave. San Antonio 





1, Texes 








WANTED: MANUFACTURER'S LINE for 
Los Angeles territory. Address #282, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


WELL KNOWN SALESMAN NOW COVER- 
ING METROPOLITAN AREA OF NEW 
YORK CITY desires to add Manufacturer’s 
Line of Leather Slippers, Moccasins or Casuals. 
Address #277, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





for each insertion. 
at the word rate. If advertiser’ 


The rate for all displayed or boxed in 





The rate for uadleptaxed classified advertising is 
hen a box number is yt yy 
‘Ss Own name an ress 
Classified advertising is ble in advance. 
advertising except for vou advertisers 


CLASSIFIED ADVERTISING RATES 


10 cents a word under any of our classified headings. Minimum rate is $1.80 
to any of our offices, 12 words must be added for this and charged 
used. count each word (street number is one word) at word rate. 
Send check er money order with your copy. No accounts are opened for classified 


tract. 
poe advertisements is $7.00 an inch with a maximum of 46 words per inch. 
Advertisements for this page must be in our New York Office 10 days preceding publication date 
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WANTED TO PURCHASE 





WANTED TO PURCHASE 





LINE WANTED 


WHOLESALE SHOE SALESMAN, 15 years’ 
experience, desires good line of Women’s 
Novelties, Arches, Oxfords and Play-Shoes for 
Florida and Georgia. Consider also Men’s, Boys’ 
and Children’s. Interested only in concerns 
looking for permanent representative. Ref- 
erences furnished. Address #292, care Boot & 


Shoe Recorder, 100 East 42nd Street, New York 
17, N. ¥. 








1215 Weshington Avenve—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 








EXPERIENCED SHOE SALESMAN 


located in Los Angeles, Cal., with per- 
manent Sample Room and large follow- 
ing, Department Stores, Chains, etc., 
wants Manufacturer’s Line Ladies’, 
Men’s or Children’s Dress or Sport 
Shoes, to cover West Coast. 

Address 276, care BOOT & SHOE RECORDER 











100 East 42nd Street, New York 17, N. Y. 











HELP WANTED 








WANTED: A TOP FLIGHT 
WOMEN'S SHOE BUYER 


This large Midwestern chain of 
women’s volume-priced high style 
shoe stores has an exceptional op- 
portunity for an exceptional man. 
If you are “fast” on style, can 
sense fashion trends quickly, and 
know the volume market thor- 
oughly, this is a once-in-a-lifetime 
opportunity. Top salary assured to 
a top man. Give full details, in- 
cluding age, buying experience, 
etc., in first letter. Our employees 
know of this ad. 


Address 273, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











FINE OPPORTUNITY FOR YOUNG MAN 
to assist in the Management and sell on the 
—_ High Grade Women’s Shoe Store located 
n Central Pennsylvania. State experience and 
onesie, Confidential. Address #280, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


MANAGER WANTED, Salary “3 500 to 

$7,000 yearly. Good salesman, good 
health, between 25 and 40. Phone, write or 
wire giving all past experience, Present position 
and salary. Your reply will be kept in strictest 
confidence. Address #255, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 








W ANTED: MANAGERS FOR CHAIN 

SHOE STORES in Central and Southern 

States. 

refe Address 

#234, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, 


FOR SALE 














MY HOBBY 
Buying, Selling Shoes for 35 years. 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


York 7, N. Y. 


76 Reade 








Street New 
Telephone: WOrth 2-896! 





TH VETERANS WISH TO BUY FAMILY 
SHOE STORE in town of 15,000 or more. 
Prefer location in Wisconsin, Minnesota, or 
Iowa. Cash deal at 100% on clean stock. 
Write: Leon Arenz, 323 Pearl Street, 


LaCrosse, Wisconsin. 


WANTED 
Sell us your Factory Damaged Samples, 
Jobs and Return Worn Shoes. Highest 
W. M. SHAFER 
Box 604 : Lancaster, Ky. 














WANTED — WANTED — WANTED! 
VETERAN desires Family Shoe Store in 
Eastern U. S. A. Preferably in Ohio, Penn- 
sylvania or Indiana, in town of over 15,000 and 
doing over $40,000 yearly. Highest prices paid. 
Address #291, care Boot & Shpe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











ANTED TO BUY—SHOE STORE; Cash 

available $25,000, Gilt-edge proposition only, 
New York-New Jersey area. Address #296, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


Ea Peaty Show fer Men, Wem and 


FOR CASH 
CROPTMAN-GAPYIN SHOES, mG. 
47 Duane Street, 


, N.Y. 
Telephone: Worth 











SHOE TREE PATENT TO SELL, OR ROY- 
ALTY, Alfred Atlass, Inventor, 10 Overlook 
Terrace, New York. 33, N. Y. 


FOR! SALE: ADRIAN X-RAY SHOE FIT- 

TER, good condition: Tube almost new; $275. 
GERALD H. WOLFES, 1780 Broadway, San 
Francico 9, Cal. 


October |, 


1946 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


= Sep Paw Sart 12, & Y. 
POREMOST SHOE BUYERS SINCE 














BARIS BUYS 


Quality Shoes for Men, 
Women and Children 
FOR CASH. 

BARIS SHOE CO., Inc. 
Worth 2-5180-/ 

79-81 Reade S$t., New York 7, M. ¥. 














CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


98 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2515 











GET TOP VALUE 
In Selling Your 
* SURPLUS STOCKS or 
* COMPLETE STORE 
CAMITTA SHOE CO. 


120 No, 4th St. Phila. 6, Pa. 
Phone — LOMbard 2062 














POSITION WANTED 








SHOE BUYER — MANAGER 
15 years’ experience with leading firms 
in New York and Middle West, Men's, 
Women’s and Children’s Sh all 
price lines. At present managing e 
Chain Store in Western State. A-1l 
record of production; age 42; Married. 

Address 295, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, HN. Y. 











ATrEnri0n MANUFACTURERS! Former 

Assistant Buyer retail shoes desires connec- 
tion with Shoe Manufacturing Firm, to learn 
that end of business. Excellent experience and 
educational background in retail methods. Ad- 
dress #281, care Boot & Shoe Recorder, 190 
East 42nd Street, New York 17, N. Y. 


POSITION AS MANAGER for large Volume 

Family Shoe Store, West or South preferred. 
I am 39 years of age and have 20 years’ ex- 
perience in buying, selling, windows and per- 
sonnel; District Manager for 3 years with large 
popular priced Family Shoe Chain. Also have 
managed some of their larger units. Am a real 
go-getter and can produce. Address #293, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


DESIGNER AND PATTERN MAN, full 
knowledge of Women’s and Men's Sylies 
and Pattern making. Excellent background. 
cludes production, merchandising and selling ex- 
perience. Address #297, care Boot & Shoe Re- 
es 100 East 42nd Street, New York 17, 





| Buy Savings Bonds 
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FOR LEASE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








OFFICES AND SHOWROOMS 
TO LET 
In a newly modernized building 
76 READE STREET 


“In The Heart Of 
The Shoe District” 
Occupancy about November |, 1946 
SHANE SHOE CO. 


121 West 33rd Street, N. Y. C. 





Poy Cui 


Will be available for shipment in 
October. Order now for early delivery. 
M. D. POLLINGER CO. 
Holland Bldg., St. Louis, Mo. 











FOR LEASE 


SPACE IN CHICAGO DEPART- 
MENT STORE for Ladies’ Shoes or 
general line. Store does 150,000 volume. 


Address 278, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 














Special-Measure Footwear 
Bought by Army 

Boston, Mass.—Several small lots 
of orthopedic or special-measure shoes 
of various types were delivered during 
August as the result of prior contract 
awards made at the Boston Quarter- 
master Depot. The total pairage in- 
volved was 197, of which most were 
made by the Field & Flint Co., of 
Brockton. Other firms participating in 
the award were the Conrad Shoe Co., 
North Abington, Mass.: A. R. Hyde & 
Sons, Cambridge; the George E. Keith 
Co., Brockton, and the Shelby Shoe Co., 
Salem, Mass. 

The International Shoe Company has 
been given an award to make 6384 
pairs of combat service boots in unu- 
sual sizes at a price of $9 per pair. 
Roberts, Johnson & Rand, division of 
the International Shoe Co., is to make 
300 pairs of “hy-test” safety shoes at 
$4.8943 per pair; and 92 pairs of wo- 
men’s low service shoes will be manu- 
factured by the J. M. Connell Shoe 
Co., South Braintree, Mass., at $5 per 
pair. 


To Manufacture Infants’ 
Soft Soles 


St. Louts.—The Jerry Lou Shoe Com- 
pany recently was organized to manu- 
facture infants’ soft soles. Factory and 
offices -are located at 1015 North 
Eleventh Street. Factory space in- 
cludes some 2200 square feet. Or- 
ganizers are H. Louis Eisenstein and 
Jerome Olschwanger. Mr. Olschwanger 
spent the past four years in the Army 
Air Corps. The concern will manufac- 
ture infants’ footwear in sizes from 0 
to 2 
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Fischer Self Adjusting Bunion 
Protector 
Relieves Pressure on Bunion, Pro- 
tects Enlarged Joints. Preserves 
Shape of Shoe. Hides Deformity. 
Ask Your Shoe Findings 
Jobber 
Est. over 40 years 
THE FISCHER MFG. CO. 


BEFORE AFTER Milwaukee 11, Wis. 








GLAMOROUS GLOSSY PHOTOS 
OF 


FAMOUS MOVIE STARS 
Children love them—everyone wants them. 
Buy them for "give aways'’— 
$22.00 per 1,000—Top notch assortment. 
Notice: Selesmen wanted. Earn extra money. 
HOLLYWOOD PHOTOS 
89-36 164th St., Jamaica 3, N. Y. 











Issue Fall and Winter Catalog 


New York.—Lyons & Company, 120 
Duane Street, dealers in shoe findings 
and specialties, have issued a Fall and 
Winter catalogue. A compact booklet, 
9 x 4 inches in size and containing 32 
pages, it features complete information 
on laces, polishes, corrective appliances, 
tools and miscellaneous items carried by 
the company. Over 50 clear illustra- 
tions are used in the presentation of 
products. The company has mailed out 
approximately 18,000 copies of the 
catalogue. 


C. L. Wilpan Heads 
Toni Teller, Inc. 


Los ANGELES, CALIF.— Charles L. 
Wilpan has been elected president of 
Toni Teller, Inc., in the reorganization 
of that company. Other new officers 
are Joseph W. Drown, vice-president: 
Bentley Ryan, secretary-treasurer; and 
Leah Gilbert, assistant treasurer. 

Mr. Wilpan said that the company 
will continue with its plan to produce 
dressy casual shoes in the $12.95-$16.95 
range. Factory ‘production has now re- 
sumed and it is expected that the com- 
pany will shortly be producing approxi- 
mately 500 pairs of shoes daily at its 
factory at 460 East Third Street, here. 


Hats AND Wal (1S 


FOR  VOULR 


NEWSPAPER ADVERTISING 


—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clip- 
ping Service 

Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
leave the selection to our advertising 
stoff. 








VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 











Open Sales Office 
In Los Angeles 


NEWMARKET, N. H.—Yankee Shoe- 
makers have opened a new sales office 
in Los Angeles. The new office is lo- 
cated at the Haas Building, and is 
headed by Fred M. Perlberg, West 
Coast sales manager. 

Official opening was made by Abra- 
ham Rosenberg, Yankee Shoemakers 
vice-president. The company’s main 
sales office is at the Marbridge Build- 
ing, New York. 

Opening of a second sales office is 
in line with company expansion, a3 evi- 
denced most recently by the announce- 
ment that a second factory, in Ports- 
mouth, New Hampshire, will shortly be 
opened for the manufacture of Little 
Yankee Shoes. The home factory at 
Newmarket is currently being enlarged 
and modernized. 

Mr. Rosenberg visited dealers in the 
West while on the Coast. 


Develop New Clog 


Los ANGELES, CALIF.—Footwear, Inc., 
3417 San Pedro St. have recently 
developed a design patented Chinese 
motif clog, according to president Al 
Rosnick. In addition to the Bonnaz 
embroidery in gold and silver threads, 
a new design which is appliqued is a 
progressive step. Shoes are satin lined 
and are for both evening, boudoir and 
street wear. The product retails for 
$17.00 up. 
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